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MIDLAND MUTUAL 
GAINS IN 1943 


Percentage of 
Increase 


New Business Paid For 

Gain in Insurance in Force 

Admitted Assets ..........................0.. 000000 
Policyholders’ Surplus... 
United States Bonds 


Preventable terminations decreased from 3.5 in 1942 to 2.3 last 
year. 


DECEMBER 31, 1943 
Admitted Assets $ 41,366,759.36 
Policyholders’ Surplus $ 3,293,451.41 
Insurance in Force.............................$140,360,116.00 
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The Lincoln National Life 


Insurance Company 


Fort Wayne, Indiana 


Balance Sheet as of December 31, 1943, Condensed from the Report Filed with the Indiana Insurance Department 


RESOURCES 
Cash in Bank and Office 


Balances are carried in 52 banks. 


*Bonds and Stocks .... . 


The Com a, holds $61,458,007 in U. S. Government 
bonds an 79,958 in Canadian Government direct and 
guaranteed gk $7,447,251 of state, provincial, county 
and municipal bonds; $7,067,690 in railroad bonds; $20,- 
199,774 in public utility bonds; $526,492 in industrial and 
other bonds; $683,343 in industrial preferred stocks and 
other $2,591,714. 


$ 2,962,448.85 


102,754,229.76 


First Mortgage Loans . . . . 78,723,613.36 
$76,619,514 on city properties and $2,104,099 on farm 

properties; $52,327,528 of these are Federal Housing Au- 

thority loans, ‘which are, in effect, guaranteed by the 

U. S. Government. 





Loans to Policyholders . . . . . 16,402,381.08 
Trusteed Assets . . — 98,054.99 
hese assets are being administered “ eainens for ben- 
efit of policyholders of a reinsured company. 
Balance Due on Properties Sold 

Under Contract ... . 5,295,127.59 
Foreclosed Real Estate Unsold 1,283,488.81 
Interest Due and Accrued . 1,092,145.98 
Accrued but not yet due $981,864; due $110,282. 
Net Premiums in Course of Collection 5,591,727.01 
These premiums were due but not received at the Home 
Office on December 381. A_ reserve of corresponding 
amount is included in our liabilities. 
Home Office Property . ... . 1,949,504.11 
All Other Resources . . . . 583,924.42 
Total Resources . . . $216,736,645.96 
*Detailed list of bonds and _ stocks will ~~ mailed on 
request. 


Insurance in force showed a gain in 1943 of more than $145,- 
000,000 to a total of $1,425,552,400. This increase in insurance in 
force is the largest in the company’s history. 

—0—0—0— 

Admitted Assets increased during the year by $20,122,186 to a 
total of $216,736,646. This was the largest increase achieved by 
the company in a single year through the growth of the company’s 
own business. 


LIABILITIES 











Policy Reserves . ..... $188,37 4,621.77 
Additional Policyholders’ Funds. 1,422,902.85 
Amount set aside for, or already apportioned to policies 

in addition to the reserve. 

Premiums and Interest . . .. . 3,625,265.56 
Claim Reserve ........ 2,002,612.52 
For claims not yet completed or reported. 

Reserves for ‘Taxes Payable in 1944 958,077.74 
Miscellaneous Contingency Reserves 3,625,000.00 
Reserve for investment losses $1,000,000; mortality con- 

tingency reserve $2,250,000; and reserve for business 

reinsured on a lien basis $375,000. 

All Other Liabilities . . . . . . 1,261,884.47 
Total Liabilities (except capital) . $201,270,364.91 
Capital . . $ 8,500,000.00 

Unassigned Surplus __11,966,281.05 

Surplus to Protect Policyholders . 15,466,281.05 
Total . . . s+. s« se « » « + SBC FOG CE5S6 


Surplus to protect policyholders increased $2,756,400 during the 
year 1943 to a total of $15,466,281. The increase is the largest 
on record. 

a 

New business during 1943 amounted to $229,102,400, an in- 
crease of 14% over the year just passed and the greatest amount of 
paid business in the company’s history except for the single year 
of 1930. 
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Fraternal Field 


People Discuss 
Live Questions 


Chicago Round Table Is 
Attended by Many 
Society Chiefs 


Strong emphasis on selecting and 
training quality field representatives and 
securing quality business was placed by 
discussion leaders in the midwinter meet- 
ing of the Fraternal Field Managers As- 
sociation in Chicago. Extra impetus 
also was given to a project which has 
knocked about in the National Fraternal 
Congress for many years—to conduct a 
nationwide institutional public relations 
program. Fred A. Johnson, Royal 
League, president, presided. Many so- 
ciety chiefs attended, including a num- 
ber of past presidents of N. F. C. 

Mrs. Grace W, McCurdy, president of 
N. F. C. and head of Royal Neighbors, 
said all agents have had unusual difficul- 
ties to surmount. Vision of what they 
can do for people must come before 
everything else. Lack of this will bring 
failure even though a great deal of in- 
surance may be sold, she said. 

. F. Barnes, fraternal supervisor Illi- 
nois s department, extended greeting. Out 
of 38 societies operating in Illinois which 
replied to a questionnaire that he sent 
out, only one did not show gain in ad- 
mitted assets, 


Lapsation Is Eyed 


First year lapsation was discussed by 
Thomas O. Hertzberg. general sales 
manager Fidelity Life. Quality business 
with high persistency, low mortality and 
secured at reasonable cost is the answer. 
Quality of agent, his selection and train- 
ing, and characteristics of the applicant 
are deciding factors. Needs selling and 
use of settlement options, size of policy, 
ete., have a bearing on persistency. Con- 
servation effort is important, but is sec- 
ondary to securing quality business. 

Chairman Johnson said a good, modern 
contract is necessary, agents should be 
well trained and supervised. It has been 
dificult to get field representatives to 
think in anything but monthly premium 
terms. Royal League now requires re- 
ports on at least a quarterly basis. First 
year lapses which were running 45 to 
50% have been cut to 22%. Lapse ratios 
have been greatly reduced. On juvenile 
business, he said, junior term business 
now is not accepted save on annual pay- 
ment basis. Annual payment has risen 
to one-third of business on juvenile basis. 


Secretaries Must Be Trained 


Joseph G. Grundle, Catholic Family 
Protective, said certain localities will be 
found to have virtually no lapses and the 
rest will have all of them. Secretaries 
are the answer. They must be trained. 

Earl McFadden, A. O. U. W. of North 
Dakota, and Joseph Spencer, Protected 

ome Circle, presented their views. The 
latter told of a deputy who follows other 
salesmen and sells people they pass up. 

ut he has a high lapse figure so per- 

aps is not sufficiently selective. S. A. 
Oscar, National Mutual Benefit, spoke on 
the inferiority of societies’ field work as 
Compared to that of old line companies. 
tis a weakness in fraternalism, he said. 
Much of the problem is in lapse which 
Comes on the second payment, A fairly 
igh percentage renew after paying for 

(CONTINUED ON PAGE 20) 


Launch Surgical 
Benefits Insurer 


American Health Owned 
by Commercial Credit—to 
Supplement Blue Cross 


BALTIMORE — Interests identified 
with Commercial Credit Company of 
Baltimore are organizing American 
Health Insurance Corporation under 
the laws of Maryland, which will be 
owned by American Credit Indemnity. 
It will write surgical expense coverage. 
American Credit Indemnity is a credit 
insurer that is owned by C.C.C. Capital 
is $300,000 and net surplus is $300,000. 

The president is J. F. McFadden, who 
is also president of American Credit In- 
demnity. Frank Deniston, who for the 
past five years has been executive direc- 
tor of the Plan for Hospital Care, Chi- 
cago, is executive vice-president and will 
be the general operating executive. The 
headquarters are in the First National 
Bank building, Baltimore. 

Don Hawkins, with offices in the In- 
surance Exchange building, Chicago, 
will act as special agent. For the past 
15 years he has been identified with the 
hospital field. He is executive field rep- 
resentative for St. Paul F. & M. and St. 
Paul-Mercury Indemnity handling cov- 
erage for hospitals, hotels and other 
unusual risks. 

The only coverage that American 
Health will write will be surgical bene- 
fits according to a schedule with a maxi- 
mum of $150. The business will be writ- 
ten entirely on the group plan and to 
supplement the hospitalization coverage 
that is afforded by Blue Cross plans in 
those states where there is not available 
any community medical reimbursement 
plan available. American Health is 
chartered as a life insurance company. 


July 31 Deadline 
for Million Dollar 
Qualification 


Applications for membership in 1944 
Million Dollar Round Table of the Na- 
tional Association of Life Underwriters 
are being received by its executive com- 
mittee, it is announced by Chairman A. 
J. Ostheimer, 3rd, Northwestern Mutual, 
Whitford, Pa. The latest date for sub- 
mitting applications and qualifying sta- 
tistics for membership in this year’s 
Round Table is July 31. 

The applicant must be a member in 
good standing of the N.A.L.U. and must 
furnish a statement from a home office 
official of each company with which he 
has done business, certifying to the pro- 
duction for which credit is claimed. 

The executive committee has author- 


ity to extend from year to year the 
membership status of any member in 
the armed forces or in any other gov- 


ernment service vital to the war effort. 
Such members are not required to pay 
annual dues or assessments and their 
membership status remains unchanged 
during the period while they are so en- 
gaged 


Policyholders Payments 
Top Billion for lst Time 


Life insurance payments to living 
policyholders, other than cash values 
withdrawn, last year topped one billion 
dollars for the first time in history. 

American families have received $36 
billion from their life insurance policies 
since 1929, more than twice the total of 
all life insurance assets in that year. 


Life Companies’ 
Fourth War Loan 
Purchases Totaled 


Subscriptions entered by, American 
and Canadian life companies in the 
fourth war loan drive, as reported to the 
Institute of Life Insurance, amount to 
$1,651,860,000. 

While purchases in the fourth drive 
were somewhat less than the subscrip- 
tions in the drive last September, the 
Institute points out that in that drive 
credit was given for bonds paid for by 


Nov. 1, and the amount sought by the 
government was larger than in this 
drive. 


The life insurance companies reported 
holdings of approximately $12,600,000,- 
000 of U. S. government obligations at 
the year-end. During 1943 they put into 
government bonds approximately 75% of 
the funds available for investment. 


Revenue Bill 
Fight in Limelight 


WASHINGTON — The House was 
set to consider Thursday the Presi- 
dent’s veto of the revenue bill. Speaker 
Rayburn said the veto would be sus- 
tained, while Republican leaders pre- 
dicted otherwise. A two-thirds vote is 
necessary to override a veto. Chairman 
George, Senate finance committee, said 
if the House over-rode the veto the 
Senate would follow suit. 

In his veto message the President 
said the bill would “enrich the Treasury 
by less than $1 billion.” Pointing out 
that the bill “cancels out automatic in- 
creases in the social security tax which 
would yield $1, 100 million,” and char- 
acterizing it as “providing relief not for 


the needy, but for the greedv” the 
President said: ; 3) 
“The elimination of automatic in- 


creases provided in the social security 
law comes at a time when industry and 
labor are best able to adjust themselves 
to such increases. These automatic in- 
creases are required to meet the claims 
that are being built up against the social 


security fund. Such a postponement 
does not seem wise.” : 
The President attacked other provi- 


sions of the bill, but did not mention the 
provision requiring annual financial re- 
turns from non-profit organizations, in- 
cluding certain mutual insurers and la- 
bor unions. This provision, which ex- 
empts fraternal societies, has been at- 
tacked by labor leaders. 

Besides that provision and the social 
security tax freeze at 1%, the revenue 
bill also contained provision for taxabil- 
ity of mutual fire insurance companies 
exclusively issuing verpetual or refund- 
able premium policies under Section 204, 
internal revenue code. 

If the veto is sustained social security 
tax increases to 2% March 1, unless 
Congress meanw hile can put over a sep- 
arate freeze measure. 

Those who fear that 
may be expanded too ambitiously are 
apprehensive because the effect of the 
President’s veto may be to raise the so- 
cial security tax to 2%. With an in- 
crease in tax the individual is likely to 
become more conscious of the cost of 
government insurance and perhaps less 
willing to buy private insurance and 
then there is the danger that if the social 
security reserve is expanded greatly, ad- 
vocates of more extensive federal bene- 
fits will get a sympathetic ear from the 
rank and file that are being taxed. 


social security 


Introduce Guertin Bill in Ky. 


The Guertin 
the insurance 
introduced in the 


measure, sponsored by 
department, has been 
Kentucky house. 


WLB Holds That 5% 
Allowance Means 
Ordinary Life 


Bulletins Regional Offices: 
More Expensive Forms 
Require Approval 


WASHINGTON—The National War 
Labor Board agrees with the salary 
stabilization unit, Internal Revenue Bu- 
reau, that the 5% of employes’ salaries 
or wages that the employer may pay in 
life insurance premiums without 
proval means premiums on ordinary life 
insurance. 

NWLB has sent a memorandum. on 
the subject to its 12 regional boards. 
The board says that “premiums which 
do not constitute a part of wages or 
salaries may be paid without obtaining 
WLB approval; others require prior ap- 
proval.” 


Not Limited to Term 


The type of policy 
ordinary straight life, and “is not lim- 
ited to so-called ‘term insurance,’ ” says 
WLB. “Nor does it matter that the 
ordinary life insurance policy, after the 
first few years, accumulates a cash sur- 
render value, since this cash surrender 
value is not considered to amount to a 
large percentage of the premiums paid.” 

Premiums constituting a wage or sal- 
ary adjustment and which require prior 
WPB approval, says the memorandum, 
include those on “any insurance policy 
having a loan or cash surrender value 
greater than the ordinary or whole life 
insurance policy” and those paid by an 
employer on behalf of an employe on an 
existing life insurance policy contracted 
by the employe and on which the em- 
ploye has been paying the premiums. 

The WLB memorandum follows: 


ap- 


contemplated is 


Text of Memorandum 


Section 4001.1, subdivision h (2) of the 
regulations of the director of economic 
stabilization, as amended, provides that 
wages and salaries do not include pre- 
miums paid by an employer for insur- 
ance on the life of an employe, not ex- 
ceeding 5% of the employe’s annual 
salary or wage payments, provided, how- 
ever, that such insurance “is the or- 
dinary or whole life policy which does 
not provide for a cash surrender or loan 
value or both, amounting to a large per- 
centage of the premiums paid.” Many 
inquiries have been presented as to the 
nature of the life insurance policies 
contemplated by this language. 

It is our opinion that the type of pol- 
icy contemplated is the ordinary straight 
life insurance policy. It is not limited to 
what is commonly known as term insur- 
ance. Nor does it matter that the or- 
dinary life insurance policy, after the 
first few years, accumulates a cash sur- 
render value, since this cash surrender 
value is not considered to amount to a 
large percentage of the premiums paid. 

On the other hand, premiums on en- 
dowment life insurance policies, single 
premium life insurance policies, fixed 
payment life insurance policies, and 
other similar life insurance policies con- 
stitute wages or salaries. In fact, any 
insurance policy having a loan or cash 
surrender value greater than the or- 
dinary or whole life insurance policy 
should be considered to have a loan or 
cash surrender value amounting to a 
large percentage of the premiums paid. 
Likewise, the payment of premiums on 
ordinary life insurance policies under 
which the first few premiums are higher 
than the ordinary life policies, but in 
which the rate is reduced after the first 


(CONTINUED ON PAGE 20) 
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Companies Continue 


EQUITABLE SOCIETY 


Assets of Equitable Society have 
crossed the $3 billion dollar mark and 
at Dec. 31 totaled $3,189,654,385, The in- 


crease for the year was $257,798,026. 

During 1943 government bond pur- 
chases amounted to $458,850,000, the to- 
tal holdings being $981,351,265 or 32% 
of invested assets. The average net re- 
turn on assets was 3.23%. 

Holdings of foreclosed real estate 
were reduced to $54,277,651 by the sale 
of 1,663 farms and 2,349 city properties 
aggregating $35,563,873. 

CENTRAL LIFE OF IOWA 


Central Life of Iowa in its new state- 
ment reports assets of $62,492,276, an 
extra contingency reserve of $350,000 
was set up for possible excessive mor- 
tality and surplus is $6,279,756, an in- 
crease of $508,179. Government bond 
purchases during 1943 amounted to $5,- 
700,000 or more than the entire premium 
income. The gain in life insurance in 
force was $8,584,898. 

Central Life also presents the report 
of the Illinois Life Fund. The lien on 
the old Illinois Life policies is now 35% 
of the net equity as of Nov. 28, 1932, 
or 50% of the original lien. There was 
a reduction of 11% on Dec. 31. That 
reduction wiped out the surplus in the 
fund but there are sufficient sums avail- 
able to waive the lien on premium pay- 
ing policies terminating by death so 
that liens on such policies will be waived 
during 1944. There remains in force 
21,564,417 of insurance. The assets are 
$10,776,246. The mortality was excep- 
tionally favorable for this class of busi- 
ness. The net rate of interest earned 
by the fund was 4.11. Since the effec- 
tive date of the reinsurance contract in 
1933 a total of $18,920,330 has been paid 
to Sanbiiciaries and policyholders. 
WASHINGTON NATIONAL 

A gain of $28,434,730 in life insurance 
in force was made by Washington Na- 
tional during 1943. The total is now 
$288,190,365. 


Assets rose to $58,792,275, an increase 
of $5,622,090. 

Capital, surplus, and contingency re- 
serves total $7,120,016, an increase of 
$1,578,568. 

PHILADELPHIA LIFE 

Assets of Philadelphia Life are $16,- 
207,023; legal reserves are $14,670,579, 
capital $700,000 and net surplus $408,- 
935. New business in 1943 was $5,286,- 
115, increase 7%. Terminations were 
down 7%, giving an increase of $1 ,907,- 
657 in insurance in force and raising 
that total to $58,729,857. Holdings of 
government bonds have been increased 
by $200,000 to $1,325,000. 


REPUBLIC NATIONAL LIFE 


Republic National Life insurance in 
force increased by $2,587,909 last year 
to $52,066,612. Assets increased $794,- 
316 to $8,384,101. 

Real estate owned was reduced $253,- 
443; government insured loans were in- 
creased to $1,652,765, and government 
bond holdings increased to $1,026,437. 


LUTHERAN MUTUAL LIFE 


Insurance in force of Lutheran Mu- 
tual Life, Waverly, amounts to $95,919,- 
738, gain $8,986,114. Dividends to pol- 
icyholders totaled $463,353 in 1943 and 
$525,000 was set aside for payment of 
dividends in 1944. Other payments to 
beneficiaries and policyholders amounted 
to $429,016 including $302,845 in death 
claims. Mortality experience was 
26.41%. 

Assets show an increase of $2,409,- 
868 to $18,552,160. Surplus increased to 
$1,653,049. Investment in government 
bonds in 1943 totalled $1,724,000. Inter- 
est earned on investments was 3.61%. 
NATIONAL FIDELITY LIFE 


National Fidelity Life assets now 
amount to $7,301,694, increase 5.5%; 
surplus to policyholders $521,749, in- 


crease 6%; government bonds $1,406,816, 
increase 42.8%; insurance in force in- 
creased by 8.1% and new business by 


34.7%. 








Charges Most Pension 
Submissions Ill Prepared 
WASHINGTON—No more confer- 


ences will be held by internal revenue 
bureau specialists handling pension trust 
cases with parties interested until after 
March 15, it was learned on authority of 
Chief Byron J. Harrill of that division 
of the bureau. 

The interval will be used, it was indi- 
cated, to bring in men from 38 field of- 
fices and train them for dealing with 
pension trust cases. Mr. Harrill says 
that his division cannot find men out- 
side the service who are capable and 
available. 

It was reported among pension trust 
lawyers here that there would be no 
more internal revenue rulings on pen- 
sion trust proposals for a period of six 
weeks. This was not Officially con- 
firmed, however, 


“Very Poor Job” 


Mr. Harrill takes the view that per- 
sons submitting pension trust plans have 
done a “very poor job.” He says that 
most of the 600 or 700 pension trust 
plans submitted have been rejected by 
the bureau, but that some of these were 
amended and resubmitted. He was not 
prepared to say how many plans have 
been approved. 

Asked about a recently expressed ex- 
pert opinion that the time for submitting 
and approving pension trust plans will 
have to be extended through 1945, Mr. 
Harrill had no opinion to express. He 
said that nobody knew how many plans 
there would be; hence, it could not be 


stated how long it would take to dis- 
pose of them. 


Period for Waiving Lien 
Runs Out in Some Insurers 


The period during which liens on re- 
insured policies of some of the failed 
life companies are to be waived under 
the reinsurance contract has now run 
out. One or two of the reinsurers have 
announced that the period for waiving 
the lien at death is being extended but 
in a number of companies a deduction 


is now being made from death pay- 
ments. 
Many such policyholders have not 


been paying the interest on the lien but 
have let these amounts accumulate. Usu- 
ally lien reductions have been about 
sufficient to erase the accumulated in- 
terest and due to the fact that the liens 
were being waived at death there was 
little incentive for policyholders either 
to make the interest payments or to pay 
off the lien. Now that the period for 
waiver has run out some policyholders, 
it is believed, will pay off the lien or 
will have the face of the policy reduced 
by the amount of the lien so as to pre- 
vent lien interest obligations from eat- 
ing into the face of the policy. 


Ryan to Speak in Pittsburgh 

John P. Ryan, regional supervisor of 
John Hancock Mutual Life Insurance 
Company, will address the Pittsburgh 
Supervisors’ Club Feb. 28 on “Motiva- 
tion.’ 

A new president will be elected to 
succeed Fred R. Garibaldi, recently pro- 
moted from supervisor to district man- 
ager of National Life & Accident. He 
succeeds J. D. Anderson, transferred to 
Philadelphia. 


States in New 
Ordinary in 1943 


New York led the states in new paid 
ordinary production in 1943 with $1,- 
008,636,000 or 13.7% of the $7,304,910,- 
000 U. S. total, Sales Research Bureau 
figures show. Pennsylvania with $583,- 
000,000 or 8% of the total came second 
followed by California with $544,634,000 


or 7.459%, Illinois $538,880,000 or 7.38% 
and Ohio $432,413,000 or 5.92% of the 


total. The big five accounted for 43.2% 


of the U. S. total although they have 
34.2% of the population, 

New ordinary in January, 1944, to- 
taled $635,474,000, a 28% _ increase. 
January volume of $485,782,000 was the 
smallest of any month in 1943, the av- 
erage monthly production being $608,- 
743,000. The January, 1944, volume was 
4.5% ahead of the 1943 average. 

Gains were shown in January, 1944, in 
all the large cities: Boston 10%, Chi- 
cago 24%, Cleveland 16%, Detroit 8%, 
Los Angeles 38%, New York 447, Phil- 
adelphia 11% and St. Louis 14% 

New ordinary totals by sales in 1943 
follow: 
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Ohio 
CE 6 seb eee 68d ees 90,904,000 
SPO: ccc cedar vaveceseness 62,688,000 
PONREVIVAMIO  66s<is s-eiersteews 583,684,000 
EON GC USTATIG: os:6i0is\ ci0:b severe s 48,772,000 
SOUTH CATON 6 vccc aces ss 54,970,000 
OUCH SDR IOLA 666 ore.0ie seco: biers 25,155,000 
| ee 96,751,000 
fUESSS  e es eer eet ene ener Srna ory 306,498,000 
RED iar sci va lave revere Wisteto rare ennerate 46,045,000 
bb ee re er ee 19°571,000 
ARS INE © 5./0:9:9) ao 5s seaoretorssereshie 110,672,000 
MV OSB IM SON: | 5. 00:55:07 0 a 8-601 130,341,000 
NOSE WALEARRO cic cinc\siciee a eres 62,168,000 
WRISCORRID or6 6a b ss bore wee ales 165,642,000 
ON OME MEINEE? cg csi. oy 15; cece bie eie 11,862,000 
Ws CR OEAD Sie ts SS e Race $7,304,910,000 


75-Year Old Agent 
Performs Unusual Feat 


Samuel C. Stultz, Massachusetts Mu- 
tual, Clinton, Ind., a man 75 years of 
age, wrote 17 cases for $129,500 within 
a 30 day period in order to celebrate his 
own fiftieth anniversary. This was 
done after E. L. Smith, Indianapolis 
general agent, announced that he was 
having a meeting in Mr. Stultz’ honor 
Feb. 22. 

Vice-president Joseph C. Behan, Vice- 
president A. T. Maclean, and Manager 
of Field Service James M. Blake, also a 
member of midwestern general agents, 
attended this meeting in honor of Mr. 
Stultz. 





Advertising for Help 


A Chicago restaurant in its effort to 
secure employes advertises as one of 
the attractive features, “Free $1,000 Life 
Insurance and Hospital Care.” 


State Mutual Life—Entering the first 
month of its centennial year with a burst 
of new business, paid for business in 
January exceeded that of the previous 
year by 34.64%. 


F avorable l 943 Reports by New York Leads 


I teint 


Olffices Are healing 
Many Key People 


War Service Is Now Reach. 
ing Into the Places 
That Will Hurt 


Insurance offices now are feeling very 
keenly the induction into war servi 
of some of their key men, seasoned anj 
difficult to replace. Heretofore men oj 
younger years have been inducted anj 
their posts have been taken by others 
in the office or recruits who could read¢- 
ily learn the rudiments of the business 
and the duties to be performed. 

Now, however, when the men in th 
higher ranks are being taken the con. 
panies are put in a most embarrassing 
situation to get others to fill their place; 
As a rule it means taking men away 
from other companies and_ naturally 
they must be over 38 years of age in 
order to escape the draft. This leaves; 
vacancy in the other company sg50 ; 
vicious circle is created. One life com. 
pany for instance, within a period of; 
few days lost its medical director, chie 
underwriter and head educational an‘ 
training man, all being taken into wz 
service. In some of the companies me 
are taken who have been long traine 
for special and technical work. 

The upshot is that the older exect. 
tives and junior administrative officer 
who are left are forced to take on muti 
additional labor. 


45-YEAR DRAFT UNLIKELY 


WASHINGTON — Most observers 
here feel that the drafting of men for 
military service up to 45 years of age 
will not take place despite recent sug- 
gestion by Rep. May, Kentucky, chair- 
man House military affairs committee, 
favoring such extension of the draft age. 
A draft up to 45 is now provided for by 
the selective service law, and Gen. Her- 
shey, selective service chief, is reported 
favoring, in practice, the induction of 
men up to that age. However, the army 
chiefs have indicated they do not want 
many men of that age. 

Drafting of men between 38 and 45 
in insurance would mean the loss of 
many executives whose services could 
be ill-spared. 


Asks Life Company Probe 


A resolution calling for an investiga 
tion of life insurance companies has 
been introduced in the New York legis- 
lature by Assemblyman Morritt of 
Brooklyn. Its chances of adoption art 
regarded as slight. It calls for a $25,000 
appropriation. 








Delivers Matured Policy 
He Sold 40 Years Ago 


Mark A. Scureman, Penn Mu- 
tual Life agent at Wilkes-Barre, 
who 40 years ago sold an ordinary 
life policy to William Olewine of 
Hazelton, Pa., recently delivered a 
check for the matured contract. 

Mr. Olewine is the only Penn 
Mutual policyholder born in the 
same year as the company, 1847. 
He retired from the harness-mak- 
ing business in 1919. His son, 
Harry Olewine, who was origin- 
ally in the harness business with 
his father, is now an insurance 
agent. 

Mr. Scureman has been a Penn 
Mutual agent since 1895 and is 
the oldest man in point of service 
of any active agent in northeast 
Pennsylvania. He helped organ- 
ize the Wilkes-Barre Association 
of Life Underwriters in 1920 and 
was its first president. District 
agent at Wilkes-Barre since 1902, 
he is still an active agent in the 
W. A. Arnold agency of Harris- 
burg. 
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John Hancock 
Gives Sidelights 
on 43 Activities 


General Agents at Gather- 
ing Get Insight Into 
Trends of the Day 


As host to John Hancock general 
agents at a luncheon given prior to the 
annual policyholders’ meeting, President 
Guy W. Cox outlined the progress dur- 
ing the past year. He described the 
functions of the newly created depart- 
ment of home office administration, 
which modernizes activities so as to pro- 
mote smooth operation despite man- 
power shortages and the other war prob- 


lems, as well as to prepare for postwar 
problems. He announced establishment 
of the insurance committee, a central 
authority to study and determine new 
practices, new policies, commissions and 
other problems of underwriting, sales 
and management. 

On the program were F. Russell Bart- 
lett, manager of the Claim division; 
Frank J. Keefe, manager of the under- 
writing department; Dr. Roland A. 
Behrman, associate medical director; 
Noel S. Baker, assistant secretary; Asa 
P. Lombard, assistant manager group 
department; H. W. Chatfield, manager 
of pension trusts. 

J. Harry Wood, vice-president and 
manager of general agencies, recalled 
that in 1943 ordinary sales were up con- 
pga over 1942 and showed a gain 

75% over the total in 1936, while gen- 
3 agents ordinary insurance in force 
has gone up 45% since 1936. 

“When it’s easy to get men, it’s hard 
to get them into production; when it’s 
hard to get men, it’s easy to get them 
into production,” Mr. Wood said. Stress- 
ing the importance of continuous re- 
cruiting in anticipation of postwar needs, 
Mr. Wood said, “The war is already 
over for more than a million men who 
have been in service.” 

Mr. Bartlett, in discussing war claims, 
described the government’s practice, in 
regard to persons reported missing in 
action, of issuing a certificate of pre- 
sumptive death a year and a day after 
the report. During that year the usual 
government allotments are continued. 
Mr. Bartlett told of one case where a 
minister was notified that his son was 
killed in action, held a service for him 
and shortly after received a notice that 
his son had been found alive. He an- 
nounced the good news from his pulpit 
and returned the John Hancock’s check 
which had been mailed to him in set- 
tlement of the claim. 

The Cocoanut Grove disaster ac- 
counted for $287,000 in death claims in 
John Hancock, deaths in some cases 
resulting a year after the fire. 

Disability claims, he said, have a rela- 
tion to the economic trend, tending to 
fall off in prosperous times. 

Mr. Keefe reported that in 1943 more 
applications were written than in any 
year with the exception of 1941, the 
daily average being 1,200. The rejection 
percentage of pension trust business, he 
said, is more than double that on the 
regular run of business. This may be 
due to the absence of any selection at 
the source. In the solicitation of regu- 
lar ordinary, the experienced agent 
knows fairly well the risks that will 
Probably prove to be acceptable and 
concentrates his efforts in that direction. 
This is not possible where a w hole group 
with a common employer is under- 
written. 

Dr. Behrman discussed the problem 
of applications on men discharged or 

(CONTINUED ON PAGE 9) 


Ward Phelps, Well 
Known Bureau Man, 
Joins Mutual Life 


Ward Phelps, consultant in the Sales 
Research Bureau since 1934, has been 
appointed adminis- 
trative assistant in 
the agencies de- 
partment of Mu- 
tual Life. He will 
help supervise 
agency operations. 
One of his first as- 
signments will be 
to assist in the su- 
pervision of the 
financing plan in 
the overall training 
program, 

Born in Japan, 
where his father 
was long-time sen- 





Ward Phelps 
ior secretary for the Y. M. C. A., Mr. 


Phelps received his early schooling 
there and in 1927 was graduated from 
Yale. Before entering life insurance in 
1930 he was a member of the reporting 
and editorial staff of the Japan “Adver- 
tiser” and served as Tokio correspondent 
for the Chicago “Daily News” and the 
London “Daily Express.” Beginning in 
1930, Mr. Phelps served for a time as a 
field representative in Tokio for a Can- 
adian life company, later joining that 
company’s home office. 


Got C. L. U. in 1941 


In the research bureau Mr. Phelps has 
been on the staff of the school of agency 
management and has visited the home 
office of practically every member com- 
pany of the bureau in connection with 
agency and sales problems. He is an 
associate fellow of the Life Office Man- 
agement Association. He received his 
C. L. U. designation in 1941. 


Plan for Transition as Well 
as Postwar Period: Fischer 


In planning for present and future 
agency development, general agents and 
managers must realize that there are 
three rather than two periods for which 
plans should be made—the war period, 
the transition period and the post-war 
era, C. O. Fischer, vice-president of 
Massachusetts Mutual Life, said in an 
address on “War and Post-War Angles 
of the General Agent’s Job” before the 
Associated Life General Agents & Man- 
agers of Detroit. 

The transition period, which will bring 
problems all its own, is too often over- 
looked entirely in agency planning, he 
pointed out. In fact in some respects 
the life insurance business might al- 
most be said to be in the transition pe- 
riod already. More than 1,000,000 men 
have already been discharged from mili- 
tary service since Pearl Harbor, and 
they are going back into industry and 
business at the rate of 100,000 per month 
right now. Many war industries are 
laying off men, and while these men 
are being rapidly absorbed in other 
war industries, this condition will not 
continue indefinitely, he asserted. 


Plan Three to Five Years Ahead 


He urged general agents to give im- 
mediate attention to planning for at 
least three to five years ahead, embrac- 
ing the transition and post-war periods, 
arranging for sound development of the 
agency force when manpower becomes 
available, and surveying markets to 
make sure that the men have an abun- 
dance of prospect material at hand. 

“Personally, I feel that we will do 
well to stick to our present markets 
pretty closely, since business executives, 
professional men, etc., will benefit indi- 
rectly for the horde of new higher 
bracket earners,’ Mr. Fischer said. 








come home to. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Twice Sold 


He was a young man just going into the Navy, and he 
came into our agency office to say that he would have to drop 
the insurance he had bought two years previously. Writes the 
agency cashier, “In the course of our conversation it was 
learned that he had just become a father. 
no war clause, and it was evident that we should do every- 
thing possible to help him keep his insurance in force. 


“Various methods of taking care of premiums were dis- 
cussed. When the government allotment plan was explained 
he was much enthused, and felt sure his wife could get along 
without the about $5 a month which would pay for the valu- 
able insurance protection of $3,000.” 


Later, from overseas, he wrote in a letter that he had a 
feeling of security that in the event anything should happen 
his wife and son would have that insurance to fall back on, 
as well as the national service insurance. He was also happy 
in the thought that he would have this insurance contract to 


Giving reassurance of the need and value of the insurance 
constitutes an always valuable second selling. 


& + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


His contract had 
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JOHN A. STEVENSON 
President 

















“Reaching the factory worker brought 
into the ordinary market for the first 
time in his life has been attempted 
with varying degrees of success by many 
agencies, but certainly not all nor pre- 
haps even most of such attempts have 
been successful. 


Is Present Supervision Efficient? 


“We are doing well with our present 
organization; we keep them busy, but 
some thought might be devoted to pre- 
sent organization among these lines: 
Is our present supervision sufficient? 
Are new methods of. selling necessary? 
Are our prospecting methods satisfac- 
tory? As an indication that our present 
methods are working well with our 
wartime organization, let me cite the 
fact that our company with 27% less 
field force than in 1942, did 15% more 
business. 

“Our present agents must realize that 
it is up to them to keep on their toes 
and keep on learning more about our 
business so that they will be in a favor- 
able position to compete with the re- 
leased service men after the war. 

_ “When the former agents come back 
from military operations, we must real- 
ize that they will require very tactful 
handling. Some very ordinary agents 
will have become officers and will have 
grown much in mental stature during 
their war interlude; others will have 
been injured either physically or men- 
tally or both by their experiences. In 
either event great tact and understand- 
ing will be necessary if they are to take 
useful places in our organizations again.” 





Map Plans for Chicago 
Parley of Commissioners 


Insurance Director Jones of Illinois 
shall -roceed to name a general com- 
mittee to handle arrangements for the 
meeting of the National Association of 
Insurance Commissioners at the Edge- 
water Beach hotel, Chicago, June 14-17, 
it was agreed by the 25 industry leaders 
that attended a luncheon Wednesday at 
the invitation of Mr. Jones. That com- 
mittee will then organize subcommit- 
tees. 

Probably there will be a convention 
banquet June 16 and Gov. Green of IIli- 
nois will be a speaker. 


Marks Sets New Production 
Record for N. E. Mutual 


David Marks, Jr., of the Freid agency, 
New York City, a member of the Mil- 
lion Dollar Round Table for 1942 and 
1943, led the agency force of New Eng- 
land. Mutual Life in number of cases and 
in premiums for 1943. He also set a 
new record by paying for more business 
than had ever been paid for in any year 
by any agent in the history of the com- 
pany. He is a past president of the 
Newark C.L.U. chapter and active in the 
association work. 








Mgj. Fuller Returned from Army 


Maj. Morris G. Fuller has been trans- 
ferred to inactive status by the War 
Department, at his own request, to re- 
turn to the State Farm companies at 
Bloomington, III. 

Upon entering active duty as a cap- 
tain, he served as a company commander 
in an engineer regiment in the European 
theater, returning last summer for duty 
as a staff officer in the War Department. 

Maj. Fuller has now resumed his 
duties as vice-president of State Farm 
Life. 





Wesley W. Morell, chief accountant 
of the Los Angeles county auditor’s 
office, spoke before the Life Agency 
Cashiers Association of Los Angeles on 
“Your Income Tax Return.” 
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FIGURES FROM DEC. 31, 1943, STATEMENTS 








Increase Surplus to New Increase Prems. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs, 
Assets Assets — a Dec. 31,1943 in Force 1943 1943 1943 1943 
_ $ $ $ $ $ 
Bankers National, N. J. 12,386,059 1,802,885 1,260,370 9,103,807 93,273,568 4,186,905 2,642,765 3,609,867 
Federal Life & Cas.... 1,876,524 171,192 881,070 1,232,841 4,407,915 956,131 188,223! 3,541,015 on esst reaert 
Fidelity Union Life.... 6,219,403 847,404 967,497 3,869,688 31,146,180 2,306,170 852,331 1,349,931 226,071 570,915 
Great Northern Life... 9,908,128 1,012,139 899,403 5,528,331 42,728,409 2,835,851 1,119,889 3,589,241 396,120 2,597,211 
Great Northwest Life.. 1,977,806 266,549 430,241 1,050,654 11,501,121 #—39,792 306,814 459,673 95,945 "276,015 
Home Life, N. Y...... 142,110,133 11,237,845 5,882,8629 44,261,122 496,860,425 25,524,123 15,560,862 24,010,352 7,249,098 12,774,111 
Indianapolis Life ...... 34,453,835 3,402,878 2,212,417 11,813,118 133,094,965 5,697,198 4,215,447 6,903,129 1,948,053 3,541,696 
Massachusetts Sav. Bk. 45,906,998 4,078,235 3,539,766 24,798,160 239,895,570 17,145,231 6,248,657 8,383,306 3,368,903 4,402,178 
Midland Mutual Life... 41,366,759 3,040,125 2,267,629 12,084,310 140,360,116 6,912,137 4,374,899 6,715,911 2,138,405 3,663,522 
Monumental Life ...... 54,578,788 7,299,569 6,086,489 67,027,931 426,279,054 35,527,451 12,870,232 14,865,304 2,326,941 8,030,429 
North American Life... 15,923,147 1,075,014 1,218,968 8,894,931 78,988,277 3,923,748 1,962,762 2,880,204 884,815 1,811,818 
N. C, Mutual Life...... 9,878,560 1,604,826 771,017 31,442,955 76,027,886 11,583,020 4,214,385 4,806,749 970,187 3,236,667 
Old Repub, Credit Life. 1,093,337 82,363 419,225 53,895,089 61,039,087 —7,791,176 664,802 698,888 213,495 645,740 
Pioneer National Life.. _ 906,668 80,090 199,380 720,000 4,033,125 444,704 127,738 170,956 50,143 89,153 
Pyramid Life, S. C..... 1,443,631 109,932 150,291 5,422,815 11,279,054 —4,507,920 218,892 287,958 71,847 163,062 
Security Life & Acci.. | 8,666,031 1,332,902 810,0002 8,634,196 55,564,463 5,446,666  1,742,9231 2,696,089% 432.4631 1,386,5703 
Shenandoah Life ...... 14,244,120 1,818,501 1,435,744 42,335,506 292,228,919! 14,307,6241 2,331,689 2,486,969 428,120 1,765,643 
Southern Life & Health, 3,766,315 746,147 675,000 70,629,374 75,640,883 23,198,976 4,645,175 5,420,674 2,365,665 3,685,871 
United Services Life... 1,658,748 414,417 TS ree 26,692,390 —482,000 635,667 723,503 267,554 309,375 
Union National, Neb.... 1,963,320 461,103 221,615 8,410,000 22,850,449 6,285,823 716,638 837,422 46,688 388,930 
Victory Life, Kan..... 11,942,538 765,148 855,446 6,602,358 47,128,553 2,936,252 1,270,889 13,019,427 587,901 1,187,450 
Wisconsin Natl. Life... 12,084,7423 820,9233 1,413,2203 6,433,487 48,299,520 3,802,214 1,237,566 1,749,954 469,125 1,009,558 
FRATERNALS 
AsO) Wi BS. MED. 12,887,385 691,065 968,807 3,533,580 46,851,308 871,044 1,267,027 2,076,644 878,835 1,486,831 
Catholic Knights, Mo.. 4,021,909 88,420 419,567 317,561 8,719,202 —5,457 201,421 358,338 212,472 274,110 
National Mutual Ben... 7,394,617 459,967 1,072,054 3,020,000 41,686,927 2,608,330 882,273 1,240,480 428,470 776,907 
Polish Natl. Alliance.. 33,547,121 2,000,014 1,217,666 12,014,729 167,150,016 4,148,702 3,997,137 5,585,229 1,921,451 4,104,322 
Woman’s Benefit ...... 48,158,698 1,937,182 2,069,913 4,847,430 120,939,811 16,350 2,685,860 4,873,864 2,343,658 3,176,394 
Seventy-five Minnesota agents of Fideli ; 

Wisconsin National Life attended a ity Mutual Aids Agger Not Exp ected to Seek 
one-day educational conference in St. Married Men in Uniform Reappointment in N. J. 


Paul. 








—* IF THERE IS IN 
YOUR CITY A CLUB AFFIL- 
IATED WITH THE NATION. 
AL FEDERATION OF SALES 
EXECUTIVES, I SUGGEST 
YOU FAMILIARIZE YOUR- 
SELF WITH THE POST-WAR 
SALES TRAINING PROGRAM 
THE ORGANIZATION UN- 
DER THE SPONSORSHIP OF 
CED IS INAUGURATING. 


* * * 


COGNIZANT of the fact that 
one major problem in main- 
taining post-war production will 
be successful post-war distribu- 
tion, CED has outlined a series 
of brochures with accompanying 


material which goes into the 
subject deeply. 
Bs co 


WITH MUCH OF THE MATE. 
RIAL you will be familiar— 
but because the movement is 
growing in extent and impor- 
tance, it will be profitable for 
every agency head, either home 
office or field, to become a part 
of it. It is a field in which life 
insurance should lead, not lag. 


* * * 


IF IN YOUR CITY there is 
no Sales Executives Club, I 
suggest you write for details to 
MARION B. FOLSOM, 
Treasurer, Eastman Kodak Co., 
Rochester, N. Y:, who is Chair- 
man of the Field Development 
Division for CED. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW ae, 


‘i INDIANAPOLIS 








In addition to the month’s pay which 
is granted to every Fidelity Mutual em- 
ploye when he enters the armed service, 
the directors have voted for a system of 
monthly allowances for married male 
employes. The minimum payment is to 
be $30 a month and the maximum $100. 
Married men without children get an 
amount which, when added to govern- 
ment pay and allotment would be 
equivalent to 75% of base salary; mar- 
ried men with one dependent child an 
amount which when added to govern- 
ment pay and allotment would be 
equivalent to $20 per month more than 
80% of base salary; married men with 
two dependent children an amount 
which when added to government pay 
and allotment, would be equivalent to 
$30 per month more than 85% of base 
salary. Payments are to be made retro- 
active to the date of entry into service 
and paid in a lump sum but not in ex- 
cess of a total of $250 to any indi- 
vidual. 





Shoul, Fisch ‘43 Top Men 


Jacob W. Shoul of Boston led all 
agents of Mutual Life in volume of busi- 
ness paid for in 1943 and Emanuel A. 
Hyman of Baltimore ranked second. 
Adrian B. Fisch of St. Paul ranked first 
in number of paid applications and A. B. 
Waggoner of Nashville was second. 





Holland Aetna’s Group Leader 


Henry Holland of the John W. de 
Forest agency of Aetna Life in Buffalo 
led his company in the United States 
and Canada in the sale of group insur- 
ance for 1943. He has been very active 
as a lieutenant in the Civil Air Patrol. 


TRENTON, N. J.—In spite of the 
$4,000 increase in salary which Governor 
Edge of New Jersey has asked for the 
insurance commissioner, Commissioner 
Agger will not give up his educational 
work at Rutgers University, where he 
is a professor in economics, it is re- 
ported. 

Governor Edge has stated that all 
state officials must give their full time 
to their positions in view of increased 
salaries. Commissioner Agger’s stand 
indicates that he will not seek reappoint- 
ment. 





Beneficial Casualty Change 


LOS ANGELES — Commissioner 
Garrison has granted a permit to Bene- 
ficial Casualty to change its name to 
Beneficial Standard Life and also has 
granted a permit to issue stock in con- 
nection with the change to a life com- 
pany. The stock permit provides that 
Beneficial Standard may exchange one 
share of preferred stock of a par value 
of $14.75 for one share of stock of 
Beneficial Casualty of $12 par value. It 
also may exchange one share of Bene- 
ficial Standard common stock of a par 
value of $1 for one share of Beneficial 
Casualty of $1. par. The exchange will 
affect 15,351 shares of preferred and 
26,472 of common _ stock. Beneficial 
Casualty is admitted to 14 states, as far 
east as Ohio. 





Laffey Equitabe Society V.-P. 


M. C. Laffey, second vice-president 
of Equitable Society, has been advanced 
to vice-president. He joined the com- 
pany in 1919 as assistant treasurer, be- 
came treasurer in 1923 and second vice- 
president in 1937. 








Do you want to be 


initial income desired. 





If you want to be a General Agent, I think you will find an 
association with me, as a General Agency Executive, one which 
will be likely to offer equal opportunity for income, permanency 
and self-expression. Salary plus overriding on first year and 
renewal business as well as a pension. 
appointment and give full details as to age, background and 


Meyer M. 
General Agent 


The Connecticut Mutual Life Insurance Company 
527 Fifth Avenue, New York 17, N. Y. 


a General Agent? 


Please write for an 


Goldstein, C. L. U. 
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J. P. Taylor Joins 
Marsh & McLennan 


C. W. Seabury, president of Marsh & 
McLennan, announces this week ap- 
pointment of John 
P. Taylor to the 
staff of the general 
offices in Chicago, 
Mr. Taylor, who 
was manager of 
advertising and 
sales promotion of 
Connecticut Gen- 
eral four years, will 
be responsible for 
public relations and 
sales promotion ac- 
tivities of Marsh & 
McLennan. 

Prior to his con- 
nection with Con- 
necticut General, Mr, Taylor was with 
the American Radiator Co. in New York 
in a similar capacity for 12 years. The 
combination of industrial and insurance 
experience, Mr. Seabury said, is particu- 
larly adapted to the needs of Marsh & 
McLennan. 








J. P. Taylor 





Guertin Bill Advanced in Va. 


RICHMOND —The Virginia house 
has passed the senate bill establishing 
certain minimum nonforfeiture benefits 
and minimum standards of reserves for 
life insurance companies. 

The house has passed a bill relating 
to death benefit and emergency funds of 
life companies. 

A resolution has been introduced in 
the house providing for a legislative ad- 
visory council study of the advisability 
of revising the annuity table. 

The house has passed a bill providing 
for 15 days’ grace on monthly payments 
and 30 days’ grace on annual payments 
to be shown in life insurance policies 
issued by assessment or cooperative 
companies. 

The house has passed a bill prescrib- 
ing that persons entitled to the proceeds 
of an insurance policy may not anticipate 
or assign them if such permission is 
expressly withheld in the policy or a 
supplemental agreement. No payment 
of principal or interest shall be subject 
to debts or judicial levy. 

A new senate bill would allow Vir- 
ginia companies to write group insur- 
ance outside of the state. 

The senate has passed a bill provid- 
ing for taxation of money retained by a 
life company on interest at the request 
of the owner of the policy or the bene- 
ficiary after death of the insured. 





Expect House to Move First 


WASHINGTON — Senate action on 
the states rights insurance legislation 
will await House action, insurance rep- 
resentatives believe. This situation, they 
indicate, is due to several factors: Ser- 
ator Van Nuys’ death, the change in 
Senate judiciary committee organization 
and in that of the insurance bill subcom- 
mittee due to Senator McCarran’s suc- 
cession, McCarran’s campaign for re- 
election, Supreme Court consideration of 
the Southeastern Underwriters Associa- 
tion and Polish National Alliance cases. 

If and when the House passes the 
bill, some believe Rep. Sumners, chair- 
man House judiciary committee, might 
be in position to bring pressure to beat 
upon the Senate judiciary committee. 
However, doubt is expressed in other 
quarters that Judge Sumners would 
exert his influence with senators while 
the issue is pending before the Supreme 
Court. 





Aetna Agency Heads Cited 

As a result of 1943 performance, five 
general agents of Aetna Life have been 
awarded the President’s trophy. They 


are: Shepard & Co., Hartford; Blossef | 
&. Hill, Toledo; Paul R. Green, Seattle; 
W. M. Hammond, Los Angeles, and 
Clyde Sisson, Columbia, S. C. 
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Con gratulations iis iiieaiaimmcaaii 


FIELD ORGANIZATION for these accomplishments in 1943 which 


establish new records in this Company’s 83-Year History + + + 





4 The average production per active full- 3 The average production per new man 
* time Underwriter was $210,370. This * was $19,142.00 per month. 
figure—the highest in Company history— 
includes Term insurance but not Annuities. 
It includes new men, even those not under 
contract for the full twelve months. 


Only 29.2% of the new men had pre- 
* vious life insurance experience. 


The declination rate was 3.6% by 
* policies and 3.8% by amounts. This is 


The average size policy paid in 1943 
* was the highest in Company history: 


$7,771 including credit for term and 
family income; 


$6,368 Life and Endowment only. 


the lowest rate in the history of the Com- 
pany showing splendid selection by Field 
Organization. 


49% of all business submitted was 
* issued on the Home Life Preferred 
Life Plans. 


OS mete Dee AN ERNMENT el LTR tm 


HOME LIFE INSURANCE CO. 
NEW YORK, N. Y. 
‘The Home of Planned Estates’? 


ETHELBERT IDE Low 
Chairman of the Board 


James A. FULTON 
President 


WILLIAM P. WorTHINGTON 
Vice President and Superintendent of Agencies 
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Must Gear Business 
to Bright Future 


Post-war Opportunities 
Demand New Sales 
Methods, Stamper Declares 


NEW ORLEANS — “Yesterday’s 


‘solutions will not solve tomorrow’s prob- 


lems, although the wisdom which we 
acquired in solving yesterday’s problems 
will be invaluable,” Powell Stamper, 
sales promotion manager National Life 
& Accident declared before the New 
Orleans Association of Life Under- 
writers at its annual sales congress. 

Pointing to the substantial increase in 
life sales despite the reduction in number 
of agents, Mr. Stamper pointed out that 
agents are working harder now accord- 
ing to different schedules and are get- 
ting results. When agents quit worry- 
ing about increased income taxes, gas 
rationing and prospects entering service, 
they started coming in with applications. 

Citing forecasts of a postwar boom, 
Mr. Stamper declared that “when this 
gold rush comes, I would rather be in 
the business of selling life insurance 
than any other business. There is going 
to be a spirited competition for the con- 
sumer dollar, of course. The pace is 
going to be fast but it will be fun. 


Bright Prospects for Business 


“Can’t you just imagine the mortgage 
insurance that will be necessary to pro- 
tect the families who will live in those 
4,700,000 new homes people say they are 
going to build? And the protection that 
will be necessary for the installment 
purchase of $28,000,000,000 of household 
gadgets? 

“By the end of 1943 American people 
had saved $84,000,000,000—as much as 
the total income of this country in the 
best prewar year. Unless these accumu- 
lated savings are dwindled away by un- 
employment after the war, here is the 
money to fulfill the pentup demands for 
consumer goods, with plenty left for life 
insurance.” 

Despite the bright future, life insur- 
ance can’t afford to sit back and rest 
on its laurels. People tend to forget 
past accomplishments, even as brilliant 
as those of life insurance. Life insur- 
ance must continue to tell its story again 
and again. 


Must Not Get Soft 


“We will not sell ourselves into post- 
war prosperity with prewar selling 
methods and mediums. Selling has been 
pretty easy for the past two years and 
we must be careful that we do not be- 
come soft. The life insurance salesman 
of tomorrow will be the one who has 
girded himself for the fight, who has 
studied hour after hour to make himself 
more proficient, who believes in life in- 
surance and the agency system, who 
will have adopted and followed with un- 
yielding perseverance the proper habits 
of work. He will be a scientific sales- 
man in the sense that he will know more 
of his product and its services to hu- 
manity, more of the needs of his pros- 
pect and of fitting the product to the 
needs—always honestly and unselfishly 
and intelligently. The agent’s job of 
tomorrow will require more than sales- 
manship. It will require skill and knowl- 
= to a greater degree than ever be- 
ore, 

“We must do a better job of telling 
the story of life insurance and its ac- 
complishments. We must do a better 
job of selling and servicing our policy- 
holders. Every sale must be made on 
the basis of sincere service—the right 


plan, the right amount, the right ar- 
tangement of detail, considering the 
policyholder’s interests first. In this, 


there can be no compromise.” 





Tax Refund Report Made 


WASHINGTON—The joint congres- 
sional committee on internal revenue 
taxation has made public a report show- 
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ing tax refunds and credits reported by 


the Internal Revenue Bureau in excess 
of $75,000, for the year 1941, of which 
several insurance companies were bene- 
ficiaries, 

New York Life for 1934 received a 
refund of $1,210,842 and $268,861 inter- 
est, the tax for that year being entirely 
eliminated. Metropolitan Life in the 
vears 1930-34 got a refund of $1,454,620 
and interest $346,710; the percentage tax 
return being 7.92. 

Provident Mutual Life for 1934-36 got 
a refund of $89,315 and interest $13,004, 
the tax reduction being 20.79%; Massa- 


chusetts Mutual Life for 1933 got a re- 
fund of $207,136 and interest $51,098, 
tax reduction being 36.3%. 

Penn Mutual Life 1934-35 got a re- 
fund of $141,352, interest $22,371, tax 
reduction being 41.65%. 





E. H. O’Connor in Wichita 


About 400 attended a joint luncheon 
with the Wichita Kiwanis Club to hear 
E. H. O’Connor, executive director 
Economics Society of America, on “Se- 
curity vs. Freedom.” All Wichita in- 
surance organizations attended, their 


7 





presidents being honored at the speak- 
ers table, including R. F. Coffman, 
Columbian National, Accident & Health 
Underwriters Association which spon- 
sored the meeting; C. J. Slawson, Du- 
laney, Johnston & Priest, Wichita Asso- 
ciation of Insurance Agents; Paul Jerni- 
gan, Penn Mutual, Life Underwriters As- 
sociation, and O. Lynn Smith, Connecti- 
cut Mutual, General Agents & Manag- 
ers Association, Bert A. Hedges, Busi- 
ness Men’s Assurance, introduced Mr. 
O’Connor. Also attending were officers 
and members of the Sedgwick County 
Medical and Dental Societies. 





Wartime Preparation 
for Post-war Security 


NEW ENGLAND MUTUAL’S 1OOTH ANNUAL REPORT 
reflects peak policyholder confidence and record Company strength 





HIGHLIGHTS OF THE 


22% more than in 1942, 


Increase of $79,000,000 over last year. 
Increase since 1929, $576,000,000, or 48%. 


of mean insurance in force. 
An all-time recorded low. 
Mortality Experience 


(Men in service accounted for 
8% of all 1943 death claims.) 





Assets 
Increase of $52,336,000 over last year. 
More than 21/, times the 1929 figure. 


Liabilities .. 


Includes policyholders’ reserves, and 
$9.350,000 for 1944 dividends. 


Security Fluctuation Reserve of $5,000,000. 


Net Surplus 
Increase of $5,580,000 over last year. 


U. S. Government Bonds... 


Mortgage Loans 
Industrial Bonds 
Policy Loans 


gladly sent upon request 


(All figures as of December 31, 1943) 


New Life Insurance Issued............. -$ 134,581,000 


Total Insurance in Force................ $1,778,000,000 


Insurance Lapsed and Surrendered...... 


eeoereeeeeseeeeeeees 


of that expected according to tabular rate. 


--$ 627,712,000 


ee 


--$ 593,677,000 


Cr 


Special Surplus Contingency Funds...... $ 


Real Estate and Mortgage Fund of $3,000,000. 


--$ 26,035,000 


 ) 


Major Investment Holdings 


--$ 157,225,000 
-- 138,601,000 
as 95,389,000 
eae 58,817,000 
= 41,412,000 
a 39,739,000 


Copy of Annual Report and Schedule of Securities 
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1.3% 


45% 


8,000,000 





the life of the Company. 





The Record of a Century 


Since organization, New England Mutual has paid 
$857.000,000 to policyholders and their beneficiaries. 
This impressive amount, together with funds held to 
fulfil present contracts, makes a total sum which is 
$206,000,000 more than all premiums received during 





{ * sound accomplishment, 1943 was one of the 
best years in the Company’s long business life. . . . 
The amount of new life insurance purchased increased 
considerably over the preceding war year. Mortality, 
surrenders and lapses continued at favorably low 
levels with a consequent impressive net gain of insur- 
ance in force. The peacetime dividend scale of 1941 
will be maintained for the third war year. . . . The 
asset structure was further strongly reinforced . . . 
net surplus materially increased . . . and two special 
reserve funds set aside to meet future contingencies.” 


New England Mutual enters its second century 
with its membership and its financial resources in 
sound condition. 





New England Mutual 


Ly Insurance Company 


of Boston 














George Willard Smith, President 
The First Mutual Life Insurance Company Chartered in America—1835 


Agencies in Principal Cities Coast fo Coast 
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Promoted by Business Men’‘s Assurance 








JOHN W. SAYLER 


MALCOLM HOLZER 


since 1932. Malcolm Holzer, assistant 
actuary, has been associated with that 
department since 1926. 


John W. Sayler, who has been elected 
assistant vice-president of Business Men’s 
Assurance, has been with the company 
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This May Be YOUR Opportunity ! 


Due to the enlargement and expansion of our or- 
dinary agency department we find it impossible to 
fill all managerial and supervisory openings from our 
own ranks. 


If you are now a general agent or manager, and 
have been successful in building an organization, but 
are denied further promotion, we have regional sales 
manager openings at this time in which you may be 
interested. 


If you are now an agent and believe that your 
future lies more in the field of agency management 
than in personal production, we have unusual man- 
agerial openings in Indiana, Ohio, West Virginia, 
Kentucky, Tennessee and Alabama. 


In Commonwealth Life you will find a Company 
whose management is extremely field-minded and 
whose "plan of progress" is geared to create unusual 
opportunities for its agency force. 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 





MORTON BOYD, PRESIDENT 








MSN | Skene 

















Columbian National Forms 
Agency Advisory Committee 


Columbian National Life has organ- 
ized an agency advisory committee for 
the closer coordination of the field with 
the home office and the following gen- 
eral agents have been named as mem- 
bers: 

Wm. S. Vogel, Newark, whose agency 
was the leading life agency in 1943 and 
won the President’s victory trophy; J. H. 
Wood, San Francisco, whose agency 
won the President’s victory trophy in 
group II, H. H. Nunamaker, Cleveland, 
whose agency has the largest increase in 
A. & H. premiums; R. Coffman, Wich- 
ita, who did the best ait around agency 
building job in 1948; L. E. Beardslee, Jr., 
New York, whose agency led in the pro- 
duction of new A. & H. business. 





New Research Bureau Member 


The Sales Research Bureau has ac- 
cepted the membership of Great Ameri- 
can Reserve of Dallas. Total bureau 
membership is now 103 U. S. compan- 
ies, 19 companies in Canada, and 10 
foreign associates, 


Cochran Agency Wins Award 

The Kansas City agency of General 
American Life won a plaque in the re- 
cent birthday campaign for President 
Walter W. Head. Claude V. Cochran, 
Kansas City manager, won first place 
among all agents with a volume in 10 
days equivalent to $458,000. 





Becker at Coast Meeting 

President Charles FE. Becker of 
Franklin Life will preside at a meeting 
in Los Angeles for southern California 
agents March 1. Mr. Becker will re- 
main in Los Angeles three days. 


St. Paul District Is Winner 

The vice-presidential award for 1943 
for the most outstanding all-round rec- 
ord in production of group and allied 
lines has been won by the St. Paul dis- 
trict 3 the John Hancock Mutual. Jo- 
seph F. Swearengin is manager. 








Pension Plan for Pittsburgh Store 


A pension plan providing a retirement 
income for virtually every full-time em- 
ploye has been established by the Joseph 
Horne Company, Pittsburgh department 
store. John Hancock Mutual handles 
the group annuities; Northwestern Mu- 
tual, individual policies, and the Woods 
Agency of Equitable Society, group life 
insurance. 


Amazon Workers Protected 


WASHINGTON — Being unable to 
get commercial insurers to write cover- 
age for its officers and employes in the 
Amazon region, it is understood the 
Rubber Development Corporation, an 
RFC subsidiary, has worked out a plan 
variously described as self-insurance, a 
reciprocal arrangement, or mutual bene- 
fit. It was found that enough people 
were involved so that this could be done 
on the basis of an assessment against 
everybody. 

It is reported that the plan includes 
liberal provision for death, disability and 
illness, Rubber Development has a great 
‘many employes in South America work- 
ing amid dangers from mosquitoes, 
snakes, man-eating fish, natives’ arrows. 


B. M. A. Production Leaders 


Robert Sanders, San Diego branch 
manager of Business Men’s Assurance, 
led the company in personal production 
in 1943, a performance he has accom- 
plished in 11 of his 15 years with the 
company. He had $52,521 in first year 
premiums, life business of $428, 427, and 
a persistency ratio of 98.5%. H. G. 
Horn, sales supervisor at Portland, Ore., 
who until 1942 was in the claim depart- 
ment of the company, led in life produc- 
tion with $704,424. He also produced 
$8,034 in first year accident and heath 
premiums. 

J. I. Sanders, San Francisco, was sec- 
ond in personal production with $42,630 
in first year premiums. He had $602,827 
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50. Your Man 


Herman A. Knochenmus, home office 
cashier for American United Life, has 
completed 50 years 
service with the 
company. He was 
feted- at a luncheon 
attended by Presi- 
dent Geo. A. 
Bangs and all of 
the older home of- 
fice personnel. He 
was given a $100 
war bond and a 
number of other 
presents from his 
co-workers. 

Mr. Knochenmus 
was born in 1877, 
the year in which 
American United 
was founded. Sixteen years later he 
started as an office boy. He has been 
cashier since 1910. When he began work 
the clerical force consisted of 10 where- 
as today the staff numbers nearly 300. 

Mrs. Knochenmus is also an American 
United employe. 





__———— — 








H. A. Knochenmus 








in life business. The president of the 
Accident & Health Club of the company 
is D. A. Childre, Dallas, with A. & H. 
premiums of $9,192. O. R. Lockhart, 
Charleston, W. Va., was second with 
$8,642. 


Post-war plans of a number of life 
companies call for expanding their sales 
and service organizations. This means 
jobs not only for former employes and 
agents returning from the armed forces 
but for many additional ex-service men 
as well. 





Will Ross, president of Will Ross, 
Inc., Milwaukee, and Carom Industries, 
Ludington, Mich., has been elected a 
director of Old Line Life to succeed the 
late F. S. Durham of Neenah, Wis. 
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Gives Sidelights 
on ‘43 Activities 





(CONTINUED FROM PAGE 3) 


rejected from the armed services. At 
present, he said, men who are 4-F draft 
cases and those discharged for medical 
reasons, will not be written non-medi- 
cally. 

In the case of 4-Fs, he stated, the 
draft board should have a report on 
hand which can be obtained by the 
applicant, giving the reason for rejec- 
tion. Dr. Behrman said that an indi- 
yidual study has to be applied to every 
case where a man has been discharged 
from service because of psycho-neurosis. 
“Most of them,’ he observed, “appear 
to be all right and able to carry on their 
normal activities when not exposed to 
the extra hazardous conditions of mili- 
tary life.” 

Ninety percent of disability is not 
taken care of if the employer depends 
on workmen’s compensation coverage 
alone, Asa P. Lombard, assistant man- 
ager of the group department, stated, 
pointing out that 10% of disability 
claims result from accidents at work, 
5% from accidents away from work and 
85% from sickness. John Hancock last 
year paid 155,000 claims on group acci- 
dent and sickness. 

Mr. Chatfield recommended that the 
agent make a complete study of the 
turnover experience of the prospect 
before putting any pension trust plan 
into effect. 

Issuance Methods Improved 


Mr. Baker described the improved 
methods being put into effect to step up 
the issue of policies. At all times, there 
are between 2,000 and 3,000 applications 
in process of issue. 

Clarence W. Wyatt, Boston, president 
of the General Agents Association, pre- 
sided and gave the results of tabulation 
made in the Bobst, Johnson & Wyatt 
agency of the business of nine leading 
agents for 1943 and the six months’ busi- 
ness of 137 brokers. 

More than half the number of sales 
were on female lives, while the volume 
on female lives was only about 20% of 
that written on males. 


One-half of the business is on the 
lives of executives, while 70% of it is 


represented by executives and_profes- 
sional men. Only 4% was written on 
salesmen, which formerly represented a 
large percentage of the business of the 
agency. Skilled labor also accounted for 
only 4%, while housewife, juvenile and 
student business combined, totaled only 
about 10%. 

One-half of the business was written 
on high premium forms of policies. The 
average male case from agents was 
$7,500, and from brokers $5,800. Aver- 
age female case from agents was $3,000, 
and from brokers $1,900. 





Reinsurance Protest Dismissed 


The petition filed by Norma R. Risk 
ot Lincoln, asking disapproval of a con- 
tract by which the business of Ameri- 
can Annuity Assurance of Omaha was 
reinsured by Republic National Life of 
allas in 1939, has been dismissed by 
Insurance Director Fraizer of Nebraska. 
Mrs. Risk relied on an alleged ap- 
Proval of reinsurance with Modern Life 
of Minnesota. Director Fraizer says the 
record shows the contract with the Min- 
Nesota company was merely tentative, 
and fell by the wayside when the Min- 
nesota department refused approval. 





Zone 6 Commissioners Confer 


SAN FRANCISCO—Insurance com- 
Missioners of the eight western states 
comprising Zone 6 of the National As- 
sociation of Insurance Commissioners 
With one exception, will confer here the 
week of March 6 during the annual 
meeting of the Fire Underwriters As- 
sociation of the Pacific. 

Commissioner Harrington of Massa- 
chusetts, president National association, 


will speak. Inter-state rating compen- 
sation practices states’ rights, authorized 
companies etc. will be discussed. Com- 
missioner Thompson of Oregon, Zone 6 
chairman, will preside. 





Forbes’ Salary Increased 


LANSING, MICH.—The special ses- 
sion of the Michigan legislature amended 
the appropriation bill for the insurance 
department to increase the commission- 
er’s salary from $6,000 to $7,500. The 
new budget covers the fiscal year start- 
ing July 1 and presumably the raise 


granted Commissioner Forbes will be- 
come effective at that time. 

The session adjourned without re- 
ceiving any insurance measures, as Gov- 
ernor Kelly steadfastly refused to sub- 
mit any matters other than those 
contained in his major program for the 
session. 





Meyer in Senior Class 

With the retirement of Hobart & 
Oates, Chicago general agents of North- 
western Mutual Life, Julius H. Meyer, 


general agent New England Mutual Life, 
takes the seniority. He has rounded out 
35 years as general agent in that city. 
He became connected with New Eng- 
land Mutual in 1904 as an agent in Mil- 
waukee and was made Chicago general 
agent in 1909. C. B. Cleveland was the 
sole general agent in Chicago, so Mr. 
Meyer was appointed to head a new 
agency. 





The U. S. Department of Agriculture 
estimates cash income to farmers in 
1943 from marketings as $19,009,000,000, 
compared with $15,366,000,000 in 1942. 
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e 
Congratulations! 
Provident Fieldmen in 1943 earned more money 


on the average than in any previous year. 


% Average Size Policy $2,891.00 
(Including large amount Salary Savings) 


4.4% 


% Life Insurance increased to $202,760,000.00 
First $100 Million reached in March 1937 
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Lite Insurance AND War Bonds 


Paul Mallon, the Washington column- 
ist, the other day gave a hot financial 
tip to his readers. It was that, since the 
insurance companies and the banks 
“take your money and invest it largely 
in government bonds, generally absorb- 
ing profits for themselves, why don’t 
you take their profits by buying bonds 
yourself?” 

Mr. Mallon betrays, we think, a sense 
of guilt in prefacing this tip with the 
statement that he supposes the banks 
and insurance companies will take after 
him for saying so. 

Two days later in a column “Trade 
Winds” Louis M. Schneider quoted a 
letter that he had received from Presi- 
dent D’Olier of Prudential in response 
to an inquiry whether a person should 
give up buying life insurance or even 
cash equities in the insurance to buy war 
bonds. 

Mr. D’Olier among other things stated 
that investment in war bonds is the best 
means of reducing the excess income in 
the hands of the public after payment 
of increased taxes. Another thoroughly 
constructive outlet for the funds is the 
purchase of life insurance where there 
is a need for the protection that it pro- 
vides. 

“If it were possible for the head of a 
family to know in advance just how long 


he was going to live, it would be pos- 
sible, in some cases at least, for him to 
make plans for his family’s future but 
the uncertainty of life makes this im- 
possible. Hence it becomes necessary 
for him to utilize the best means avail- 
able for the protection of those depend- 
ent upon him, and he needs, therefore, 
to have recourse to the services offered 
by life insurance.” 

Mr. D’Olier points out that in provid- 
ing for security for his family through 
life insurance he takes steps to reduce 
the number of dollars he might other- 
wise use in bidding up the prices of 
commodities and he also provides addi- 
tional sums for the use of the govern- 
ment since most of the premiums are 
being invested in war bonds. The best 
advice, he said, is that an individual 
should in his personal anti-inflation pro- 
gram purchase both war bonds and life 
insurance needed for family protection, 
“and to do so the limit of his financial 
ability.” 

These two clippings were brought to 
our attention by F. H. Shinn, district 
manager of Jefferson Standard Life at 
Concord, N. C., and he makes, we be- 
lieve, the most telling editorial observa- 
tion when he states these two clippings, 
“pretty well explain the difference be- 
tween ‘I know’ and ‘I think I know.’” 


No Need to Dodge Policyholders 


Life insurance men connected with 
companies of repute that can be recom- 
mended do not have to dodge their pol- 
icyholders or claimants. An insurance 
salesman remarked the other day that 
many investment salesmen felt highly 
embarrassed to come in contact with 
customers to whom they sold securities 
that they recommended very highly but 
which later became “sour” and as a re- 
sult had left the customer holding the 
bag. 


A life insurance man has a distinct 
advantage. His goods are always worth 
100%. His policy is worth its face value 
at any time. It is backed by ample re- 
serves. He does not have to make any 
explanation of a humiliating nature. He 
sells quality of goods that when an- 
alyzed rate 100%. He is always proud 
to hold up his head and look his clients 
in the face. He knows that he has done 
a good job and that his policyholders 
appreciate what they have. 


Physical Reward of Being Tired 


Phil C. Braniff, local agent at Tulsa, 
Okla., gets out a weekly bulletin called 
the “Ins-In-Erator.” It is sent out by 
the Insurors Indemnity & Insurance Co. 
of Tulsa. Phil Braniff is pretty much 
of a philosopher and his stuff is read 
with interest. Recently he was quoted 
in the New York “World-Telegram.” 
It introduced one of his observations on 
being tired. Phil said in that particular 
bulletin: 

“There is no greater physical reward 


to humanity than that wonderful thing 
which Webster saw fit to call ‘tired.’ 
When a man is tired, he has made him- 
self so—he has strained those things 
which he calls his muscles, but which 
are usually a few flabby tendons covered 
with fat. To become tired a man must 
work, and when a man works there is 
progress. Victory gardens this year will 
do more for men in their futile 40’s than 
all the pills, golf and masseurs in the 
world.” 


PERSONAL SIDE OF THE BUSINESS — 





R. H. Hobart of Hobart & Oates, gen- 
eral agents Northwestern Mutual Life 
in Chicago, gave some inside informa- 
tion as to his partner, J. F. Oates, at the 
annual Hobart & Oates dinner in Chi- 
cago last week. He stated that Mr. 
Oates as one of the prominent graduates 
of Northwestern University was awarded 
the distinguished alumni medal for hav- 
ing performed the most outstanding 
service of any member of the alumni as- 
sociation for the university. He also 
brought out the fact that Mr. Oates was 
a member of Northwestern’s 1892 cham- 
pionship football team when it beat IIli- 
nois in a game played at Evanston, IIl. 
At the 50th anniversary of that victory, 
Mr. Oates and two other men, the three 
survivors of the famous championship 
team, were introduced over the loud 
speaker and received the plaudits of the 
multitude attending the game. 

C. H. Richardson, superintendent of 
the bureau of applications and policy 
issue of Mutual Life, was honored by 
his associates at a dinner upon his re- 
tirement after 48 years of service. J. S. 
Myrick, second vice-president, was tosat- 
master. Those paying tribute to Mr. 
Richardson included A. E. Patterson, 
executive vice-president; Leigh Cruess, 
vice-president and manager of selection; 
J. B. Maclean, vice-president and ac- 
tuary; H. L. Cooper, assistant secretary; 
J. McCall Hughes, administrative assist- 
ant, and R. F. Schaible, assistant super- 
intendent of the bureau. 

Arthur Reese, who joined Mutual Life 
in 1894 as office boy to R. H. McCurdy, 
then superintendent of the foreign de- 
partment, was honored at a luncheon by 
the supervisory staff in the Ives & My- 
rick agency, with which Mr. Reese now 
is associated. 

W. H. Andrews, III, son of the Na- 
tional Association of Life Underwriters 
war bond chairman and North Caro- 
lina’s W.F.C. executive vice-chairman, 
is a student at the Hill School, Potts- 
town, Pa. Last week young “Bill” 
called his father over long distance tele- 
phone to tell him about the war bond 
drive at the school, and to ask him to 
buy some bonds. Although Mrs. An- 
drews was selling bonds at a Junior 
League booth, and had “drained her 
husband of his surplus funds,’ Mr. An- 
drews sent his son a check for an ad- 
ditional purchase, and got the boy’s 
grandfather to buy more bonds through 
“pat iit,” 


Harold D. Leslie, Los Angeles gen- 
eral agent of Northwestern National 
Life, and Mrs. Leslie have just cele- 
brated their 25th wedding anniversary. 


Mrs. Warren V. Woody, wife of the 
manager of Equitable Society of Chi- 
cago, fell last week end and broke her 
arm. She is in Evanston hospital. Mr. 
Woody had to cancel a speaking engage- 
ment in Cincinnati. 

Francis V. Keesling, president of West 
Coast Life, was honored on his 67th 
birthday with $754,377 in applications. 
Flowers were attached to the applica- 
tions, orchids, representing those for 
$10,000 or higher, roses $5,000 and car- 
nations and daffodils those for smaller 
amounts. 


Maurice §. Tabor, president -of the 
Elliott-Tabor Agency, Buffalo, general 


agent of Travelers, has been elected 
president of the Jewish Federation for 
Social Service. 

Richard Boissard, president of Na- 
tional Guardian Life, spoke on the im- 
portance of life insurance in the post- 
war period before the Rotary Club of 
Ft. Atkinson, Wis. 

H. H. Frank, former Prudential agent 
at Kansas City, has been named a direc- 
tor of the safety and technical division 
of the War Production Board in Wash- 
ington. 

Howard §S. Wilson, president of Bank- 
ers Life of Nebraska, has been elected 
first vice-president of the University of 
Nebraska foundation, which has charge 
of investment of funds contributed for 
fellowships, scholarships and like hon- 
ors. 

C. Petrus Peterson, general counsel of 
Bankers Life of Nebraska, has filed for 
reelection to the Nebraska unicameral 
legislature. 

A. R. Oelschlager, a former banker, 
working out of Hastings for Security 
Mutual Life of Nebraska, in his first 
six months with the company ending 
Feb. 1, wrote 177 applications, mostly 
on farmers, and collected full annual pre- 
mium or made settlement therefor in all 
but one case. 

J. H. Stewart, Jr., vice-president and 
treasurer of Farmers & Bankers Life, 
Wichita, was elected junior warden of 
the Masonic Grand Lodge of Kansas at 
the annual meeting in Topeka. 


DEATHS 


Mrs. Rhoda Gregg Neel, 88, mother 
of Commissioner Neel of Pennsylvania, 
died at her home at St. Augustine, Fla. 
Funeral services were held at Rice’s 
Landing, Pa. 

Howard E. Ball, 70, for many years 
with the farm mortgage department of 
Phoenix Mutual Life, died at his home 
in Oklahoma City. 

J. H. Smith, district agent for 
many years of Atlantic Life, died at his 
home in Emporia, Va. He long repre- 
sented the company in Petersburg, Va., 
and moved to Emporia a few years ago. 
He received his M.D. from the Medical 
College of Virginia, practiced in North 
Carolina for a time and then became an 
examiner for Atlantic Life, later enter- 
ing the production end. He was founder 
and first president of the Virginia State 
Chamber of Commerce. 

John F. Brennan, for more than 30 
years manager of Boston Mutual Life in 
Lawrence, Mass., died following a long 
illness. 

Sgt. John L. Nemeth, formerly a Penn 
Mutual Life home office employe, was 
killed in the central Pacific area while 
on duty as a radio operator-gunner 
aboard a bomber. Earlier he had been 
reported missing. 

. H. Pattie, 70, Oklahoma City, for 
33 years editor of “The Investor,” a 
financial publication devoted to insur- 
ance and banking, died. He was ac- 
corded special recognition at the sales 
congress of the Oklahoma Life Under- 
writers Association in January. For 
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“WHICH ONE OF YOU DOESNT CARRY ACCIDENT 
AND HEALTH INSURANCE 2” 








10 years he was an active member of 
the Oklahoma Pond of the Blue Goose. 

Edwin L. Culin, 43, one of Mutual 
Life’s top-ranking producers, died from 
a heart attack in Philadelphia. He joined 
Mutual Life there in 1916. He qualified 
for the National Field Club 15 times and 
was vice-president for the middle Atlan- 
tic division in 1937. 

G. E. Yaneey, 75, agent for more than 
30 years of New York Life, died in Kan- 
sas City. 





Veteran Retired Life 
Company Executive Dies 





DR. J. V. E. WESTFALL 


_ Dr. J. V. E. Westfall, 71, who retired 
NM 1936 as vice-president of Penn Mu- 
tual Life, died in New York City. A 
lew years after the turn of the century 
Dr. Westfall left the accounting busi- 
hess to join Equitable Society’s home 
office, where he remained for 20 years, 
advancing to vice-president. In 1928 he 
became head of the former Pilot Life 
einsurance of New York. Two years 
ater he went to Penn Mutual as vice- 
President. 





SALES MEETS 


Mass. Mutual G. A.’s 
in Chicago 


Massachusetts Mutual Life general 
agents are holding a two-day business 
conference at the Edgewater Beach Ho- 
tel in Chicago this week. 

President Bertrand J. Perry opened 
the meeting on Thursday with a review 
of the past year and the outlook ahead. 
Vice-president Joseph C. Behan intro- 
duced several new general agents. Field 
problems and opportunities were dis- 
cussed by R. D. Lowenstein, St. Louis; 

I. Davis, Atlanta; C. E. Pejeau, 
Cleveland; A. B. Rosborough, Jackson- 
ville; F. W. Howland, Memphis; L. H. 
Cook, Springfield, Mass.; A. D. Lynn, 
Kansas City, and W. R. Robertson, 
Syracuse. Pension trusts were discussed 
by Lambert M. Huppeler, assistant di- 
rector of agencies. 

Friday morning Vice-president Alex- 
ander T. Maclean will speak on “The 
Future of Life Insurance and Our 
Company.” 

Plans for the reestablishing of return- 
ing war veterans will be discussed by 
John W. Yates, California general 
agent, from the standpoint of what the 
general agent must be prepared to do 
in getting these men back into produc- 
tion. Vice-president Chester O. Fischer 
will tell what the Massachusetts Mutual 
will be prepared to do. The final ses- 
sion will be given over to an open dis- 
cussion on various subjects. 

E. W. Hughes and A. R. Houle, Chi- 
cago general agents, are the hosts. 








Bankers Mutual Holds 
General Agents Conference 


General agents of Bankers Mutual 
Life held a sales conference at the home 
office in Freeport, Ill. President Leon- 
ard H. Engstrom discussed some of the 
highlights of the company’s year in 1943, 
New business was 25% more than in 
1942, and brought insurance in force to 
more than $28,000,000. Assets increased 


to $2,065,606. The company will use the 
same dividend scale for the first quarter 
of 1944 that was used throughout 1943. 

Russell H. Haight, vice-president and 
agency director, presided. Others who 
appeared on the program were Dr. J. M. 
Linden, medical director and treasurer; 
G. C. French, first vice-president and ac- 
tuary; G. H. Tribler, superintendent of 
agents. Mr. French said that losses 
were fewer than in 1942 by more than 
8%. New business was better than 22% 
over the previous year. 





John Hancock Has Series 
of One Day Congresses 


The first of a series of one-day sales 
congresses for John Hancock general 
agencies in key cities took place at 
Rochester. The congresses will con- 
tinue until March 18 in Detroit, Cleve- 
land, Columbus, Cincinnati, Indianap- 
olis, Minneapolis, Chicago, Kansas City, 


Dallas, Boston, New York, Philadel- 
phia, Washington, D. C., and Atlanta. 

The sessions are being conducted by 
J. Harry Wood, vice-president — and 
manager of general agencies, assisted by 
Edwin R. Joos of the general agency 
department. 

At some of the metings, Clarence W. 
Wyatt, general agent at Boston, and J. 
Bruce MacWhinney, general agent at 
Newark will be speakers. Donald W. 
Hooton, general agent at Pittsburgh, 
will speak at Cleveland and Norman 
Balber of Buffalo spoke at Rochester. 
The speaker at Cincinnati will be Ned 
Drury. General Agents John A. 
Witherspoon of Nashville and Dan W. 
Flickinger of Indianapolis will speak at 
certain meetings. Donald D. Kelly, St. 
Louis, will be on the program at Kan- 
sas City. Starkey Duncan, San An- 
tonio, and George Wittenberg, Little 
Rock, will be speakers at Dallas. 

George Vinsonhaler, Cincinnati; 
Henry S. Stout. Dayton, and William 





endeavor. 


paid. 


and policyholders.” 





PROCEEDS OF 
LIFE INSURANCE 


Financial statements of many life insurance com- 
panies feature the total amount of the money paid 
to beneficiaries. Back of these somewhat impressive, 
yet, cold figures, there is a wealth of human pathos 
which, when told, would be a saga of human 


The Life Underwriters, with even a few years of 
sales experience—and certainly those gray-haired 
veterans of many years of service—know full well 
that but for their patient insistence only an unbe- 
lievably small amount of those enormous figures— 
“total payments to beneficiaries”—would have been 


The Company Executives know full well that the 
permanence of a life insurance company’s organiza- 
tion also has made possible these tremendous fig- 
ures—‘the yearly total payments to beneficiaries 


Thus, as the many years of life insurance service 
of the Great Southern Life pass into history these 
“guaranteed payments” become increasingly more 
significant—they reflect the persistent, patient efforts 
of Great Southerners as they persuade friends to 
assure their families’ future economic security 
through the services of this Company. 

Through the years to come, as in the past, we 
look with pride and confidence to the future and 
with faith in our land. Ours is a privilege to serve. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD, PRESIDENT 
HOME OFFICE: HOUSTON, TEXAS 
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R. Gardner, Richmond, Edward Bea- 
son, Birmingham, will address other 
gatherings. 





Country Life Agents in 
Annual Conference 


The insurance companies in the IIli- 
nois Agricultural Association group, 
Country Life, Illinois Agricultural Mu- 
tual, and Farmers Mutual Reinsurance 
held their annual roundup for agents 
this week in Chicago. D. C. Mieher, 
sales director, presided and spoke on 
Well—Come In”; Bruce Batho, actu- 
ary of Country Life discussed “Fact and 


Fancy”; Dr. D. W. Propst, medical di- 
rector, “Your Time is Valuable’; A. R. 
Jaqua, Diamond Life Bulletins, “What 
Leaders Do”; R. W. Hilgedag, R. & R. 
Service, “Life Insurance in Underwrit- 
ing Tax Situations”; C. W. Homann, 
general agent Edgar county, “Some of 
My Tasks,” and Harvey McNaughton, 
general agent Adams county, “It is 
Easy.” At the honor club banquet 
awards were presented and Donald Kirk- 
patrick, counsel, spoke. 

More than 500 attended the parley. 

Mr. Mieher announced that in the 
first four months of Country Life’s fis- 
cal year starting Oct. 1, paid business 
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As of December 31, 1943 
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obligations the West- 
ern Life has $115.81 
in resources. 
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totaled $9,373,000, compared to $5,741,- 
000 the preceding year. 

“Get to the point in a few words,” 
Wilbur Gibbs, general agent Sangamon 
county, urged, emphasizing the impor- 
tance of getting the prospect to express 
his viewpoint. The agent should be 
careful not to do all the talking, he 
warned. 





Conn. Mutual Holds Agency 
Building Round Tables 


Connecticut Mutual held one of its 
agency building round tables for gen- 
eral agents at the home office the week 
of Feb. 14. Another will be held next 
week. These conferences are conducted 
by Vincent B. Coffin, vice-president and 
superintendent of agencies, covering 
such matters as agency finance, man- 
power, training new agents, retraining 
and supervision of established agents, 
morale, brokerage, employe insurance 
plans, advertising and sales promotion 
helps. 

Mr. Coffin is assisted by Edward C. 
Andersen, educational director; George 
F. B. Smith, assistant vice-president; F. 
O. Lyter, assistant superintendent of 
agencies; R. E. Pille, R. W. Stockton, 
and C. R. Walker, agency assistants. 





State Farm Iowa Meeting 


More than 400 agents of the State 
Farm companies attended a state con- 
vention in Des Moines. R. P. Mecherle, 
president of the State Farm Mutual 
Auto, and W. D. Stegner of Milwau- 
kee, Wisconsin state director, were 
speakers. A. W. Tompkins, vice-presi- 
dent, led one session. L. F. Kelehan, 
Iowa director, was chairman. 





Research Man Gives Ideas 


Dr. F. R. Cawl of Arthur Kudner, 
Inc., and the “Farm Journal,” addressed 
the Keystone Group of the Life Adver- 
tisers Association on “Importance of Re- 
search in Advertising.” 

Life insurance, he said, should find 
what men need. It must then see if it 
can supply that need and at what cost. 
The industry should orient its advertis- 
ing departments with its sales depart- 
ments, so its advertising may be ahead 
of the salesman, and get through him 
the benefit of the full sales pressure. 





Hold American United Regional 

Commissioner McCormack of Tennes- 
see spoke at a regional meeting of 
managers and general agents of Ameri- 
can United Life in Nashville. Douglas 
Felt, supervisor for the southeastern 
states, was the principal company 
speaker. H. B. Boyd, Nashville manager, 
was host. 








THE 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
“avorable Par. and Non-par. rates. 
Standard and Sub-standard risks. 
Facilities for handling large cases. 
Civilian Foreign Travel Coverage. 





Annuities 


Single Premiums up to $100,000. 


Prompt and Efficient Service. 


INSURANCE IN FORCE, 672 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS, 221 MILLION DOLLARS 
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INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 


COMPANIES 





J. Harry Wood V.-P. 
of John Hancock 


J. Harry Wood has been elected a 
vice-president of John Hancock Mutual, 
A second vice-president since 1940, he 
has been manager of general agencies 
since 1937 and will continue with those 
duties. 

With the exception of three years asa 
consultant of the Sales Research Bureau, 





J. HARRY WOOD 


Mr. Wood has been with John Hancock 
since his graduation from Harvard in 
1926. He began in the group depart- 
ment and later spent three years as pro- 
duction manager of the company’s gen- 
eral agency at Columbus, O. After three 
years with the bureau, he returned to 
John Hancock in 1936 as agency comp- 
troller. 


Knapp Philadelphia Life 
Executive Vice-president 


Theodore C. Knapp, secretary-treas- 
urer of Philadelphia Life since 1941, has 





Three State Mutual Head 
Office Men Promoted 


Carl sR: 
assistant superintendent of 
State Mutual Life, 
was formerly agen- 
cy supervisor. 

Jason E. Stone, 
Jr., also a new as- 
sistant superintend- 
ent of agents, had 
held the rank of 
agency supervisor. 

Ralph H. Clapp, 
who has been elect- 
ed registrar, has 
been with State 
Mutual since 1927. o¢,. R. 





Litsheim, newly appointed 
agents ol 





Litsheim 





R. H. Clapp J. E. 


Stone, Jr. 
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' been elected executive vice- president and 


treasurer. The executive vice-presi- 
dency is a new office. He will work 
closely with President Clifton Maloney 
in executive direction of the company’s 
affairs. 

Mr. Knapp joined Philadelphia Life in 
1908. Coming up through the invest- 
ment department, he was elected assist- 
ant treasurer in 1921 and assistant sec- 
retary in 1934. He was elected a direc- 
tor in 1936, became secretary in 1937 
and was made secretary and treasurer 
three years ago. 

George E. Townsend, who joined the 
company as a clerk in 1910 and worked 
up through the cashier’s department, 
was advanced from assistant secretary 
to secretary. He will have charge of 
conservation and the lead service for 
agents. James W. McDevitt is ad- 
vanced from assistant treasurer-to as- 
sistant secretary and assistant treasurer. 
He joined the company in 1908 and has 
had charge of investment records for 
some years. William Elliott, home of- 
fice general agent, now a lieutenant in 
the navy, was elected a director. 


U.S. Life Home 
Office Promotions 


U. S. Life has appointed James F. R. 
Loutit vice-president and actuary, Rich- 
ard Rhodebeck, vice-president and di- 
rector of agencies, Galen D. Litchfield 
superintendent of agencies for the Latin 
American division, and William A. Hale 
assistant treasurer. 

Mr. Loutit, ag was educated in Scot- 
land, joined U. Life in 1927. In 1934 
he went to Shanghai as actuary of Asia 
Life. In 1935, when U. S. Life’s office 
of issue for the far east was opened in 
Shanghai, Mr. Loutit became assistant 
actuary. He returned to home office in 
1936 as actuary. He was born in Valpa- 
raiso, Chile. 

Mr. Rhodebeck has been in life insur- 
ance many years as a personal producer 
and manager. He started with Provi- 
dent Mutual and was a brokerage super- 
visor with New England Mutual. In 
1935 he joined U. S. Life as a general 
agent and was appointed superintendent 
of agencies in 1939. 

Mr. Litchfield recently was _ repatri- 
ated after being interned by the Japan- 
ese in Shanghai. He formerly was asso- 
ciated with Asia Life as agent, general 
agent, and then superintendent of agen- 
cies. He will be temporarily located in 
Bogota, Colombia. 

William A. Hale also was recently re- 
patriated from China, where he had lived 
for 23 years. He was associated with 
Asia Life as treasurer from 1931 on. 





Dr. Shuey with Southwestern 


Dr. Charles B. 
pointed associate 


has been ap- 
medical director of 
Southwestern Life. Dr. W. J. Allison 
has been granted a leave and has been 
commissioned a lieutenant in the navy 
and is stationed at Gulfport, Miss. Dr. 
Shuey has been a pr acticing physician in 
Dallas since 1937 and is a member of the 


Shuey 


Assistant Managers 
of General Agencies 








R. R. M 


F. M. Bean assey 


Two new assistant managers of gen- 
eral agencies have been appointed by 
John Hancock Mutual Life, they being 
Ferrel M. Bean and R. R. Massey. 

Mr. Bean, since 1935 has been general 
agent at Oklahoma City. Mr. Massey 
since 1938 has been a member of the 
agency department. Mr. Bean attended 
University of Illinois, from 1924-28 he 
Was a special agent at Champaign, IIl., 
for John Hancock, and then until 1934 
Was general agency supervisor at De- 
catur, Ill. 

Mr. Massey at one time was with the 
Sales Research Bureau. He graduated 
from Harvard in 1926. 








faculty of Southwestern Medical Foun- 
dation. He graduated from Baylor Uni- 


versity School of Medicine in 1934. 


Western Life Officials 
in Superior Positions 


A number of officials of Western Life 
of Helena, Mont., have been elected to 
superior positions. Lee Cannon, pre- 
viously agency vice-president, is elected 
an officer of the company, he now being 
vice-president in charge of the agency 
department; Francis A. Howard, who 
has been vice-president and assistant 
treasurer, was elected vice-president and 
treasurer, A. J. Clemo, formerly secre- 
tary, was elected vice-president and sec- 
retary, and Floyd E. Young, formerly 
actuary, becomes vice-president and 
actuary. Alex M. Kirk is named assist- 
ant treasurer in addition to his previous 
title of assistant secretary. 








Wertheimer with United Fidelity 


Jerry Wertheimer has been appointed 
home office executive special agent of 
United Fidelity Life of Dallas. He has 
been in the business 18 years, during 
which time he wrote more than $5 mil- 
lion. He is a charter member of the 
Texas Leaders Round Table and is a 
director of the Dallas Association of 
Life Underwriters. 





Schaible Promoted by Mutual Life 


Rudolph F. Schaible, assistant super- 
intendent of the bureau of policy issue 








being poet’ to 


Hospital Insurance also. 





4727 Wyandotte Street, 


An INSURANCE SALESMAN’S DREAM Is 
“TO GET IN ON THE GROUND FLOOR” 


POSTAL LIFE offers YOU that opportunity. Our Agents are steadily 


- DISTRICT MANAGERS 
putting them in the $6, 000 a year Class. 


POSTAL offers not only Life Insurance—BUT—Health, Accident and 


Openings in Missouri, Kansas, lowa and Nebraska. 


GET IN ON THE GROUND FLOOR—NOW. 
WRITE, 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY INSURANCE’ COMPANY 


An Old Line Legal Reserve Company 


Kansas City 2, Missouri 

















of Mutual Life, has been appointed su- 
perintendent of the bureau. He suc- 
ceeds C. H. Richardson, who has retired 
after 48 years with the company. Mr. 
Schaible joined Mutual Life in 1908, 
was appointed assistant registrar in 1935, 
and assistant superintendent of the bu- 
reau of policy issue in 1939. 


To Wind Up Fidelity Old Line 

LINCOLN, NEB.—District Judge 
Shepherd, on application of Insurance 
Director Fraizer has set March 3 for a 
hearing when it is proposed to issue a 
first and final dividend of 3.9% on all 
allowed claims against Fidelity Old Line 
Life of Lincoln, after which the com- 
pany would be dissolv ed and the liquida- 
tor discharged. 








New Arizona Insurer 


Commercial Benefit Insurance Co. 
has been organized at Phoenix, Ariz., 
to write life, accident and health. J. 
Carl Osborne is president; E. J. Mon- 
tague, vice-president, and C. C. Powers, 
secretary-treasurer. 





Finds Economies Are Needed 


The Illinois insurance department has 
a report on 


issued Family Protection 











premium. How? 
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Life of Peru, showing assets $37,192 and 
surplus $3,356. Insurance Director 
Jones states that in view of the operat- 
ing losses suffered by Family Protection 
the company is ordered to make drastic 
reductions in its operating costs giving 
serious consideration to reduction of of- 
ficers’ salaries and traveling expense, 
commission payments to American Un- 
derwriters Foundation and the elimina- 
tion of advances to agents. Reinsurance 
premium payments must be made in ac- 
cordance with contracts. 


Murphy Field Assistant 

Home Life has called C. A. Murphy, 
Jr., general agent at Providence, into 
the home office as field assistant. He 
will work on special assignments 
throughout the country to assist gen- 
eral agents in recruiting and direction. 











Mercier Pension Trust Speaker 
WASHINGTON — Lucien Mercier, 
Washington attorney who handles a 
number of pension trust cases before the 
internal revenue bureau, has gone to the 
midwest to address meetings this week 
of John Hancock general agents at Co- 
lumbus and Massachusetts Mutual gen- 
eral agents at Chicago, on pension trusts. 











be PENSION . 
TRUST PUZZLER 


Solued/ 7 
Sitting up nights over those older-than- 
65 employees in your Pension Trust case? 


What will you do—give them a single 
premium immediate annuity or exclude 
them from benefits? 


Don’t do either! And don’t ask them to 
wait to age 75 or 80 to retire. Retire 
them now! On Pension! And without 
costing the employer a large single 


See your nearest Occidental office 
today for the only solution. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE « LOS ANGELES 
V. H. Jenkins, Vice-President 


“We pay lifetime renewals—they last as long as you do” 
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AGENCY NEWS 





Simpson Agency Again Leader 
For the fifth consecutive year the 
P. W. Simpson agency of Dominion 
Life in Detroit has led all agencies of 
the company in volume of new premiums 


collected. It also led in volume of new 
business and in gain in insurance in 
force. 


Moe Leiter of the agency was the 
largest personal producer in the United 
States division and becomes vice-presi- 
dent of the honor club for the sixth con- 
secutive year. 





Lackey Agency Hears Fischer 

C. O. Fischer, vice-president of Mas- 
sachusetts Mutual, was featured speaker 
at the annual meeting of the G. E. 
Lackey agency in Detroit. He praised 
the showing of the agency in 1943 and 
installed the officers of the agency asso- 
ciation, selected by volume: L. B. Eby, 
president; J. B. Ferguson, Jr., vice-presi- 
dent; J. E. Reedy, Monroe, secretary 
and Mrs. M. J. Campbell, treasurer. 

Mr. Fischer, who is a director of the 
U. S. Chamber of Commerce also was 


guest of honor at a reception with Mr. 
Lackey as host at which he met officers 
and directors of the Detroit Board of 
Commerce. C. Hall, assistant di- 
rector of agencies, accompanied him. 


Laurels for W. E. Hibbard 


The Wayne E. Hibbard agency of Pa- 
cific National Life at Portland, Ore., 
was the winner of the President’s cup in 
1943, having done the best agency job 
in the company. Honor awards were 
also given to Mrs. Hibbard and their son 
Patrick. 





Jack White, manager of Prudential’s 
ordinary “B” office in Los Angeles, has 
been awarded the trophy in the Pacific 
Coast competition of ordinary agencies 
for the Second year. 


~NEW YORK 











SOCIETY WILL BUY BOOKS 


Departing from long established prac- 
tice, the Insurance Society of New York 
will purchase the principal non-insur- 
ance textbooks which are recommended 
reading for the C.L.U. and C.P.C.U 


designations. In the past, book pur- 
chases have been confined to those deal- 
ing with insurance exclusively, but diffi- 
culty of members in obtaining the 
recommended books on economics, gov- 
ernment, law, and accounting was re- 
sponsible for the library committee 
recommending a change in policy. 

The entire list of books published will 
be given in the April issue of the so- 
ciety’s “News Letter.” F. O. Affeld, Jr., 
Affeld, Sowers & Herrick, is chairman 
of the committee. 





ANZEL AGENCY NO. 1 

January production for the Jules 
Anzel agency of Continental American 
Life in New York was the largest in its 
history. Joseph W. Fox, supervisor of 
the agency, led Continental American in 
volume and number of cases during 
January. 





N. ¥. MILLIONAIRES ORGANIZE 


I. Austin Kelly, manager Fidelity Mu- 
tual, was elected chairman and R. U. 
Redpath, Northwestern Mutual, secre- 
tary at the organization meeting of the 
Greater New York chapter of the Mil- 
lion Dollar Round Table. All life and 
qualifying members are automatically 








our gains: 


2 


Missouri. 








1943 


A YEAR OF INSURANCE PROGRESS 


Our Company shared in the general progress of life insurance in 1943. Here are 


1. Insurance production showed a gain of 51% over 1942. 

. Greatest increase in business in force in the Company’s history. 
3. Lapses were the lowest in the Company’s history. 

4, Average production of ten highest producers was $283,000. 


Excellent General Agency opportunities in Colorado, Kansas, and Northwestern 


THE SECURITY MUTUAL LIFE 
INSURANCE COMPANY UF 


LINCOLN, NEBRASKA | 











North American Reassurance Co. 


9) John Street 


Lawrence M. Cathles, Ares. 





New Work 
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eligible for membership. A. J. Ost- 
heimer, III, Northwestern Mutual, 
Philadelphia, national chairman, was 


guest speaker. 





PENSION TRUST TALK 


H. D. Josephson, general agent of 
Mutual Benefit, Brooklyn, spoke on pen- 
sion trusts at 'the meeting of the New 
York City Life Agency Cashiers’ Asso- 
ciation. His talk was followed by an 
open forum. 





BUYERS SEEK ADVICE 

Life insurance buyers are becoming 
better informed, if questions put to the 
New York department’s life bureau in 
New York City are an indication. For- 
merly many of the bureau’s callers were 
persons with complaints which bie 
mainly due to failure to understand what 
type of insurance they were buying and 
in some cases to buying coverage from 
an unlicensed insurer. This type of call 
has diminished virtually to the vanish- 
ing point but instead there are quite a 
few inquiries from prospective purchas- 
ers who want to know exactly what they 
are buying. 

Inquirers come in about policies rang- 
ing from industrial up to substantial 
amounts of ordinary and annuities. One 
woman was contemplating putting $20,- 
000 into an annuity. 

Naturally, many of the questions are 
about the financial condition of compa- 
nies but of course the department can- 
not give anything but purely factual in- 
formation which is, however, usually 
adequate to take care of the query. 





CAMPS HITS $10 MILLION 


Manuel Camps, Jr., general agent for 
John Hancock in New York, reports 
that his agency last year paid for a to- 
tal of slightly ovcer $10 million, includ- 
ing ordinary, annuities and group insur- 
ance. This agency has shown an 
increase each year for the five years of 
its existence. 





RED CROSS ORGANIZATION 


The life agencies of Manhattan have 
organized to assist in the Red Cross 
war fund. H. L. Wofford, Prudential, is 
chairman and Lloyd Patterson, Massa- 
chusetts Mutual, vice chairman. Julian 
S. Myrick, vice president Mutual Life, 
is vice chairman of the commerce and 
industry section. 


POLICIES 


Lincoln National Issues 
Adjustable 10-Pay 


The adjustable 10-pay life has re- 
placed the 10 and 15-pay endowment at 
85 policies in Lincoln National. This 
new policy is convertible to ordinary 
life at a rate lower than that at original 
age, at the end of the second to ninth 
policy years. 

The contract is written in the non- 
participating department in minimum 
amounts of $1,500, with non-forfeiture 
values available end of second year. Pre- 
mium rates are: 











Age rem. Age Prem. Age Prem. 
10 $35.83 27 $49.37 44 $70.85 
1 36.49 28 50.34 45 72.48 
12 37.18 29 51.34 46 74.12 
13 37.87 30 52.37 47 75.82 
14 38.59 31 53.45 48 77.56 
15 39.32 32 54.56 49 79.34 
16 40.07 33 55.70 50 81.17 
Ik 40.83 34 56.89 51 83.06 
18 41.61 35 58.12 52 84.98 
19 42.40 36 59.37 53 86.98 
20 43.22 37 60.68 14 89.02 
2 44.03 38 62.02 55 91.13 
22 44.88 39 63.39 06 93.30 
23 45.73 40 64.81 57 95.56 
24 46.61 41 66.26 58 97.89 
25 47.50 42 61.15 59 97.89 
26 48.42 43 69.28 60 102.82 





National Life & Accident 
Adds Juvenile Department 


Children ages 0-9, inclusive, now are 
being covered by National Life & Acci- 
dent on three plans—life paid-up at 85, 
20-payment life and 20-year endowment. 
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Waiver of premium at death or disabil- 
ity of payor prior to insured’s 18th birth- 
day may be added at an additional pre- 
mium. In event this benefit becomes 
operative, premiums are waived to in- 
sured’s 21st birthday. 

Death benefits are graded from $100 
under age 1, $200 age 1, increasing $200 
for each age at issue to $1,000 at age 5. 

The table below sets forth the pre- 
mium, all ages at issue, without payor 
benefit and, in the last line, the premium 
for payor benefit on a child age 5 and 
payor age 35. 


Age Paid- 20 20 
of Up at Pay Year 

Child Age 85 Life End. 
0 11.27 $17.85 $43.79 
1 11.27 17.85 43.79 
2 11.47 18.14 43.79 
3 11.66 18.38 43.79 
4 11.83 18.62 43.79 
5 11.98 18.81 43.79 
6 12.11 18.97 43.79 
7 12.25 19.15 43.79 
8 12.41 19.34 43.79 
9 12.59 19.56 43.79 
5-35 1.24 2.15 4.52 





! 





CHANGES 


Momsen to Boston 
for N. W. Mutual 


Willard L. Momsen, assistant to the 
general agent in the Clifford L. McMil- 
len agency, New York City, has been 
appointed general agent of Northwest- 
ern Mutual Life in Boston to succeed 
Nelson Phelps. He will continue the 








WILLARD L. MOMSEN 


Boston agency at 24 Federal street with 
the same personnel. 

Mr. Momsen started as a special agent 
in the McMillen agency in 1932 and be- 
came a production leader in the agency. 


In his first three full years as a producer, 
he won the company’s bronze, silver and 
gold button awards, and also qualified 
for the Marathon Club. In 1937 he be- 
came assistant to Mr. McMillen, han- 
dling sales promotion, underwriting, 
weekly meetings and supervision, later 
also taking over the induction and train- 
ing of new men. 

He is a son of the late Emil H. Mom- 
sen, who was in the Northwestern Mu- 
tual actuarial department. He _ was 
graduated from the University of Wis- 
consin and is a past president of the 
Wisconsin Alumni Association of New 
York. > 


John O. Todd to Succeed 
Vail & Todd in Chicago 


John O. Todd has been appointed gen- 
eral agent of Northwestern Mutual Life 
in Chicago, succeeding the partnership 
of Vail & Todd. Malcolm Vail will de- 
vote his entire time to personal produc- 
tion and will become a special agent in 
the Todd agency. 





Mr. Todd entered the business in 
Minneapolis in 1926 and joined the 
Hamburger agency of Northwestern 


Mutual in 1931. A large personal pro- 
ducer, he has continuously qualified for 
the Million Dollar Round Table since 
1935. He is a C.L.U. and is recognized 
as a specialist in estate analysis and 
pension trust business. He went to 
Chicago in 1938 to become associated 
with Mr. Vail, also a consistent million 
dollar producer. He plans to expand his 
organization, using his own experience 


-in the field of personal production. 





Occidental’s New Okla. 
Manager Is Indian Chief 


Floyd E. Maytubby, who has been 
named manager of the newly established 
branch office of Occidental Life of Cali- 
fornia in Oklahoma City, has been with 
that company since 1935. He is gover- 
nor of the Chickasaw Indian Nation, an 
appointment made by President Roose- 
velt in 1939. 

After 15 years in banking, he entered 
life insurance in 1927 with Travelers. 
He dropped out for other work, which 
included the post of government state 
purchasing agent, but reentered the field 
with Occidental in 1935. 





Bogard with Alliance Life 


Harold J. Bogard has been appointed 
district manager for Alliance Life at 
Mattoon, Ill. He will be associated 
with the F. L. Noel agency at Cham- 
paign. 





Dewar Los Angeles Manager 


Arnold Dewar has been appointed res- 
ident manager of West Coast Life in 
Los Angeles, with jurisdiction over the 
southern counties of the state. Charles 
E. Wright, who has been branch man- 
ager in Los Angeles, has been trans- 


SELLING HAPPINESS 


Happiness can’t be bought—not in dollars and cents. 
But the feeling of protection a well-planned life insur- 
ance program brings MEANS happiness. 


No man can “enjoy life” without knowing the future 
security of his family is provided for no matter what 


might happen. And life insurance is the average 
man’s only means to that goal. 


You, as a life underwriter, should be proud of the 
profession that allows you to help so many people. 





ferred to Long Beach as manager for 
that territory. 

Mr. Dewar was one of the repatriated 
Americans coming from Shanghai on the 
“Gripsholm.” He had been far eastern 
manager of West Coast Life for 10 years 
before the war and had been in life in- 
surance 23 years. He served in the Brit- 
ish army in the former war, with the 
rank of captain. 





F. B. Wiley Seattle Manager 


Fred B. Wiley, assistant manager of 
Occidental Life in San Francisco, has 
been appointed Seattle manager. He 
will take over his new duties about 
March 15. 





Bates Atlanta Agency Director 


Louis T. Bates has been made agency 
director of New York Life in Atlanta. 
He graduated from Emory University 
and was a member of the faculty of 
Georgia Tech 1929-1936. He became an 
agent of New York Life in 1936 and 
was appointed agency organizer in 1937. 


NEWS BRIEFS 


Edward G. Conway, who has been 
manager of Acacia Mutual Life at San 
Jose, Cal., has joined the Valley Insur- 
ance Agency of Sacramento, operated 
by H. H. Hendren, past president of 
the California Association of Insurance 
Agents. Mr. Conway will devote him- 
self to accident and health and life in- 
surance. 








J. Lester Sharp, who was recently ap- 
pointed general agent of John Hancock 


Mutual at. Tulsa, was not previously 
associated with Occidental Life, as was 
stated in the Feb. 11 edition but had 
been manager at Tulsa for Acacia Mu- 
tual Life. He has been in the business 
21 years, having started with Massa- 
chusetts Mutual Life. 





Frank Fraser, estate planning special- 
ist, has joined the E. M. Barber agency 
of Equitable Society in Memphis as in- 
surance tax consultant. He has been 
Tennessee manager of the Research In- 
stitute of America. 


ASSOCIATIONS 











Dawson Gives 
Usetul Pointers to 


Cincinnati Group 


CINCINNATI — Problems confront- 
ing life insurance men in today’s econ- 
omy, and suggestions on how to meet 
these problems formed the basis of an 
address by C. Preston Dawson, general 
agent New England Mutual in New 
York, before the Cincinnati Life Un- 
derwriters Association. Mr. Dawson 
told of surprisingly good results that 
his men have obtained by use of direct 
mail and telephone. In connection with 
this approach he recommended the use 
of low pressure selling, going so far as 
to reply to mail inquiries by mail, before 








LITTLE HUMAN TOUCHES 


A man, very fond of his fam- 
ily, wanted to do his best for 
them. So one day he insured 
his life for $10,000. When he 
made his first payment, his 
agent said, “Even this first 
payment gives a liberal ‘cash 
value’ to your policy.” But 
the man paid little attention. 
He could not know then what 
a blessing this would be for 
his family. 

During the year, things 
went badly. He was unable to 
make his second payment. 
But his company said, “The 
large ‘cash value’ in your 
first payment will let us ex- 
tend your insurance for some 
time.” But even the “ex- 
tended” time drew toward an 
end. This man became un- 
happy at the prospect of hav- 
ing no insurance. He made an 


THE MUTUAL 





MAKE THE GREAT 





The Story of the Broken Appointment 


INSURANCE COMPANY 


NEWARK, NEW JERSEY 


(From our series of advertisements in the Saturday Evening Post) 


INSTITUTION 


appointment to get himself 
insured again. He never kept 
that appointment. 

For, in the evening of the 
day before he was to meet his 
agent, he was killed in an 
automobile accident. 

Now this man had made 
but one payment on his poli- 
cy. Yet his insurance com- 
pany promptly sent his widow 
its check for $10,000. Because 
so large was the “cash value” 
in that first payment that his 
insurance was still effective 
at the time of his death, eight 
months and three days past 
the first year. 
QUESTION: Now which 
company is known for its 
liberality in generally allow- 
ing cash values after one 
premium payment? — 


ANSWER: 


BENEFIT LIFE 














16 


HeNATIONAL UNDERWRITER 


February 25, 1944 | 








even phoning for an appointment. Now 
is a good time for low pressure, honest 
and frank telephone approaches. 
Speaking of the motivation of pros- 
pects, which he described as answering 
the “mental negatives.” Mr. Dawson 
divided the technique of the answer into 
logic, human interest stories, and sug- 
gestion of definite action. According to 
Mr. Dawson, the higher the intelligence 
level of the prospect, the more logic 
there is needed to close him. In referring 
to the various mental negatives, Mr. 
Dawson layed most stress on “the fear 
that all the facts are not known.” To 
answer this he recommended showing 


the prospect that he really does have all 
the facts because only three things can 
happen to him, live to old age, die be- 
fore 65 or lose his health and perhaps 
financial position and that life insurance 
answers all three, whereas nothing else 
does. 

Commenting briefly on pension trusts, 
Mr. Dawson, although admitting that 
nearly half of his agency’s business came 
from this source in 1943, urged agents 
not to go into pension trusts abruptly 
but learn about it by observation, indi- 
cating that he believed that later on 
pension trusts may work something like 
social security and form a base upon 
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In 


1943 were renewed. 


In 


TWO IMPORTANT TESTS 


‘“‘The test of the pudding is in the eating.” 


Two important tests of a life insurance company are 
1. Are the policyholders enthusaistic about the com- 


2. Are the Company’s representatives career under- 
writers who are successful? 


answer to question 1:— 

97.45% of all policies in force in the Company in 
Policyholders buy a_ large 
amount of new insurance on themselves and their 
families and recommend their friends. 


answer to question 2:— 
According to the TNEC report to the SEC, Indianap- 
olis Life full-time men earned the largest average 
income of any company studied. In 1942 this aver- 
age increased and in 1943 it showed another very 
substantial gain. Indianapolis Life men are carefully 
trained career underwriters. 





A. H. Kahler 
Second Vice-President 
Supt. of Agencies 


Inpuanapous Lire Insurance Company 


Indianapolis, Indiana 


A quality, Legal Reserve Mutual Company Organized in 1905 
Splendid agency opportunities in Indiana, Illinois, Ohio, Michigan, Minnesota, 
Iowa and Texas. 


Edward B. Raub 
President 








which individuals may build a more liv- 
able program and eventually give a big 
boost to individual business, just as 
government insurance did in the last 
war and social security in the past few 
years. 


Agent Should Stay Tough 
in Soft Market, Smith Says 


The agents should meet three tests, 
of vocational excellence, of stability and 
influence, and of “spiritual acceptance,” 
Paul M. Smith, general agent of New 
England Mutual Life of Columbus, 
president of the Ohio Association of 
Life Underwriters, said in a talk at a 
Cincinnati Leaders Club luncheon. 

It is probably a good thing, he said, 
that no one in Washington has declared 
life insurance selling to be an essential 
occupation exempt from the sacrifices of 
war because if this had happened the 
agency ranks would have been swelled 
with a great many more unessential life 
insurance men and women. It has been 
pointed out, he said, that life insurance 
even in times of peace has sometimes 
been a retreat for the faint hearted who 
looked on it as a last resort, yet there is 
no other calling which demands a deeper 
sense of personal responsibiltiy to fellow 
citizens. 


Professional Excellence 


Professional excellence, he defined as 
“staying tough” in a soft market. Much 
of today’s volume is coming compara- 
tively easy, yet the agent should not 
judge his ability and progress by the 
present market, he said. Some day the 
loose money will vanish, and it will 
again be hard work to get people to use 
their funds to do adequate jobs through 
life insurance. 

Personal stability and influence is 
partly prestige and partly reaching con- 
tinuously the largest number of persons 
possible throuh proper prospecting, he 
said. The third challenge is a willing- 
ness and desire to serve. He said ab- 
senteeism is a problem in life insurance 
selling as well as in industry. It is a 
constant fight to use time to the fullest 
advantage, he said. 








Southern California Caravan 
Presents Pasadena Program 


PASADENA CAL.—The southern 
California caravan of the Life Under- 
writers Association of Los Angeles pre- 
sented its program here. Chairman 
O’Brien Sawyers of the W. M. Hammond 
agency of Aetna Life led the caravan. 

John L. Mage, Northwestern Mutual 
Life, president California association, re- 
viewed the recent meeting in Los An- 
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PILOT LIFE EXPERIENCES 
OUTSTANDING YEAR IN 1943 


Significant Facts From 1943 Annual Statement 
TOTAL INSURANCE IN FORCE 
A gain of $10,886,582. 
TOTAL ADMITTED ASSETS 
A growth of $3,504,167. 
TOTAL INCOME 
An increase of $740,161. 
INTEREST RETURN ON INVESTED ASSETS... 4.05% 


Pilot Life Insurance Company 


GREENSBORO, N. C. 
Emry C. Green, President 


Payments to Policyholders and Beneficiaries Since Organization 
PE Pe ee eee ee rT ee $35,913 ,759.85 


oe $177,532,814 
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31,500,338 
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geles with National President Hedges 
and who also spoke on legislation. 

John L. Curtis Massachusetts Mutua] 
Life, talked on “Motivation That Has 
Worked for Me”; Barney Nudelman, 
Connecticut Mutual, on “Prospecting the 
Key to Success in 1944’; Martin |, 
Scott, Scott & Co., “Opportunities and 
Responsibilities of 1944,” and Edward 
Choate, New England Mutual, “One 
Man’s Philosophy.” 

The same program will be presented 
in Long Beach Feb. 29, with an addi. 
tional speaker, Richard Summerhays, 
New York Life, on “Are You a Time. 
keeper?” 


National Officers in Va. 

LYNCHBURG, VA.—J. E. Ruther. 
ford, executive vice-president of the 
National association, was the principal 
speaker at the all-day session of the 
Virginia Life Underwriters Association 
here on “The Road Ahead.” Other 
speakers. wer C. D. Connell, Provident 
Mutual, New York City, N.A.L.U. sec. 
retary, and W. H. Andrews, Jr., Jeffer- 
son Standard Life, Greensboro, N.A.LU, 
vice-president. 





Joint Meeting in Madison 


The Madison (Wis.) Accident & 
Health Underwriters Association and 
the Madison Association of Life Un- 
derwriters will hold a joint luncheon 
meeting March 6 to hear E. H. O’Con- 
nor, executive director Economics So- 
ciety of America, discuss the Wagner- 
Murray-Dingell bill. 


Outstanding Rockford Slate 


Dr. W. B. Bailey, Travelers’ econo. 
mist; George F. B. Smith, assistant vice- 
president Connecticut Mutual, and H. H, 
Irwin, educational director Massachv- 
setts Mutual, are scheduled to speak 
Feb. 26 at the sales congress of the 
Rockford Association of Life Underwrit- 
ers. Louis Behr, Equitable Society mil- 
lion dollar producer and president Chi- 
cago association; Rudy Weber, a Chi- 
cago manager John Hancock, and Ray 
Betsinger, of radio station WLS, Chi- 
cago, will also talk, Arthur F. Priebe, 
Penn Mutual, is general chairman. 





Rochester Sales Congress May 25 


The Rochester (N. Y.) Life Under- 
writers will hold a sales congress May 
25 in connection with the mid-year meet- 
ing of the New York State Life Under- 
writers Association. 

The Rochester association has ex 
tended invitations to neighboring asso- 
ciations to attend. 


Costello Buffalo Speaker 


John P. Costello, Southwestern Life, 
Dallas, president of the Texas Associa: 
tion of Life Underwriters, will address 
the Buffalo sales congress March 25, on 
“Our Opportunity Is Now,” an address 
he delivered at the 1943 annual meeting 
of the N.A.L.U. in Pittsburgh. 

The Buffalo sales congress comes the 
day after the mid-year meeting of the 
N.A.L.U. national council there. 


W. G. Power in Cleveland Talk 


Harry J. Schaffer, manager for Union 
Central at Cleveland, was host at 4 
breakfast for officers and members of 
the program committee of the Cleveland 
Life Underwriters Association welcom- 
ing W. G. Power of the Chevrolet Mo 
tor Company. Mr. Power gave a talk 
at the luncheon of the Cleveland Life 
Underwriters Association and made 3 
big hit with the crowd. Mr. Power also 
made a big hit in addressing the 








N.A.L.U. convention last fall. 





Waukesha County, Wis.—A new asso 
ciation was organized at a meeting in 
Waukesha with the cooperation of the 
Wisconsin association. Joseph Hinkes, 
Bankers Life of Iowa, Milwaukee, state 
vice-president, spoke on the aims and 
objects of the local, state and national 
organizations. 

F. G. McNamara, Old Line Life, !§ 
president; Irving Bemman, New York 
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Life, vice-president; Anthony Natalizio, 
Northwestern Mutual, secretary. 

Hastings, Neb.—Paul V. Cottingham, 
Mutual Life, Omaha, president Nebraska 
state association, gave a talk on organ- 
ization activities. 

Indianapolis—Earl M. Schwemm, man- 
ager at Chicago, for Great-West Life, 
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addressed the luncheon meeting Thurs- 
day on “The Increased Market for Life 
Insurance in War _ time.” James L. 
Rainey, Indianapolis manager for Great- 
West, introduced Mr. Schwemm. 
Kansas City—Hugh S. Bell, general 
agent at Seattle for Equitable of lowa, 
outlined the seven qualities of success. 


TODAY aud TOMORROW 


TODAY—our Agents receive liberal First and Second Year 


Commissions, PLUS Bonus Point Premiums, PLUS effective Sales 


Aids, PLUS comprehensive Educational Program. 


TOMORROW — usual Renewals. PLUS Lifetime Service Com- 


missions, PLUS liberal Pension Plan. There is no better contract 


for the Career Underwriter. 


Write: M. ALLEN ANDERSON, Ist V.P., Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE CO. 


HOME OFFICE 


Theo. P. Beasley, President 





DALLAS 8, TEXAS 





Sell the public 
what it wants— 


SELL TH 


complete personal protection. You can 
build a good volume with the Federal 
Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 


EM WHAT 
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Missouri. 






Allen May, President 





The Early Bird Catches... 


You know what! He also catches the best job. 
That should remind you to write to us about 
our incentive pay contracts. General Agency 
openings in lowa, Nebraska, Arkansas and 
Write to— 


AGENCY DEPT. 


MUTUAL SAVIN GS 


. » a 
MISSOURI'S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY 
a a x 


3207 Washington Blvd. 





St. Louis 3, Missouri 











Mr. Bell was introduced by Herbert A. 
Hedges, Equitable of Lowa general 
agent at Kansas City and president of 
the National association, who started 
him in life insurance 18 years ago. Mr. 
Bell accompanied Mr. Hedges on a 
speaking tour in January. 

Oklahoma City—Hal Crouch of Tulsa 
speaks Feb. 25 on “Predictions for the 
Future”. 


Birmingham, Ala.— The annual life 
sales congress will be held eb. 26. 
President Herbert A. Hedges of the 


N.A.L.U. will be the luncheon speaker. 
Powell Stamper, sales promotion man- 
ager of National Life & Accident, and 
Louis T. Bates, agency director of New 
York Life for Georgia, will speak at the 
morning session. 

Ed Beason, John Hancock Mutual Life, 
will preside. 

Rochester, N. Y.—The life agent’s job 
for the post-war period is at hand now, 
John C. Russell, district manager of 
John Hancock Mutual, Syracuse, said. 

“Nothing can be gained by inaction 
now brought about by fear and specu- 
lation concerning post-war conditions,” 
Mr. Russell said. Defense of the home 
is the first step in defending the nation, 
he said. 


Jackson, Tenn.—Jul B. Baumann, Pa- 
cific Mutual, Houston, trustee of the 
National association, spoke Wednesday. 


San Francisco—The date for the an- 
nual sales forum sponsored by the 
women’s committee of the San Francisco 
association has been changed to March 2. 

Salt Lake City—The Salt Lake City 
Cc. L. U. chapter sponsored the February 
meeting. Speakers were F. M. Kelly, 
Mutual Life, on “Use of Life Insurance 
to Create Estates,” and M. H. Ridges, 
New York Life, “Use of Life Insurance 
in Estate Distribution.” An agency 
management diploma was presented to 
J. W. Lawrence, Prudential, and a C. 
L. U. certificate to T. W. Fotheringham, 
Metropolitan Life, Ogden, who was about 
to be inducted into the navy. 

Northern New Jersey—The successful 
man in the life insurance field is the 
consistent producer year after year, W. 
P. Worthington, vice-president and su- 
perintendent of agencies of Home Life, 
said in his talk on “Let’s Build the 
Practice of Underwriting.” He listed 
three characteristics that a life under- 
writer should have, conviction, sincerity 
and enthusiasm. 

Every life agent is a public relations 
man for his company, Mr. Worthington 
said. 


Emporia, Kan.—President James Price 
of Kansas State Teachers College, mem- 
ber of the wage stabilization board, 
spoke on “Wage Stabilization and the 
Functions of the War Labor Board.” 





Toledo, 0.—Cornelius G. Schied, New 
York Life, Cleveland, discussed “Clos- 
ing.” 


Jacksonville, 0l.—Paul Berry, Illinois 


College, talked on the “Unfinished 
World.” 

Dubuque, Ia.—Ray J. Cuilen, author 
and economist, speaking on “Present 


ACCIDENT 


Direct Mail Advertising 


Los Angeles A. & H. Topic 


LOS ANGELES—“Direct Mail Ad- 
vertising was discussed at a meeting of 
the Accident & Health Managers Club 
of Los Angeles, with A. D. Anderson, 
Occidental Life of California, presiding. 

The discussion brought out that direct 
mail advertising “clicks” when replies 
are sent to the home office; cards to be 
returned in an envelope get five times as 
many replies as cards to be returned 
openly; throwaway literature secures 
about 44% of replies; the trend of all di- 
rect mail advertising now is to put more 
motivation into the literature; simple lit- 
erature brings far better results than the 
more elaborate type; material printed in 
colors gets more replies than in plain 
black; too much reading matter does not 
make the literature “click.” 

Samples of the literature being sent 
out by the various companies were 
passed around for discussion and criti- 
cism,. 





No A. & H. Week Revival 


Pursuant to a request of a special 
committee of the National Association 
of Accident & Health Underwriters, the 
general committee in charge of Accident 
& Health Insurance Week observance 
was polled to determine whether or not 
an observance of the week should be 
held this year. The answer is No. 








Day Economic Trends and Inflation,” de- 
clared that “nothing will impair the 
solvency of the life insurance compa- 
nies in the United States.” 

“Other than U. S. bonds, I can think 
of nothing which, over a period of time, 
has better stood the test of adversity 
than life insurance,” he said. 


Louisville—Herbert A. Hedges, presi- 
dent of N. A. L. U. will speak Feb. 25. 
Buffalo—John J. Sutton of Syracuse, a 
big producer of Guardian Life, both as 
to volume and number of lives, speaks 
Feb. 


Pittsburgh—Robert W. Stowell, John 
Hancock Mutual Life, Bridgeport, Conn., 
spoke on “ ‘Ordinary’ Advantages of Be- 
ing on a Debit.” 

Alan A. Wells, department store ex- 
ecutive, gave a talk in behalf of the Red 
Cross. A report on the blood donor day 
sponsored by the association was made. 


St. Paul—A series of three sales clinics 
was completed Feb. 23 with a talk on 
“How We Sell” by T. H. Tomlinson, as- 
sistant superintendent of agencies of 
Bankers Life of Iowa. 











Security Life and Accident Company 
DENVER, COLORADO 


“‘An Old Line Legal Reserve Life Insurance Co.” 
Also Features 


NON-CANCELLABLE GUARANTEED RENEWABLE 
ACCIDENT AND HEALTH CONTRACTS 








ATTRACTIVE AGENCY OPPORTUNITIES 
W. LEE BALDWIN 
Presidens 








Life Insurance 


- Triple Indemnity 





United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
Insurance contract which contains: 


Double Indemnity 


Non-cancellable Accident Insurance 
. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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LEGAL RESERVE FRATERNALS 





Jones Scores Drive 
for U. S. Control 
of Insurance 


An “undisclosed influence of great 
power” appears to be behind the Wash- 
ington effort to secure federal regula- 
tion of insurance, Director Jones of II- 
linois told the Illinois Fraternal Con- 
gress at a Washington’s birthday lunch- 
eon during the congress annual meeting 
in Chicago. 


Many Interests Opposed 


It is difficult to deduce the identity of 
the hidden power, but demands for fed- 
eral control of insurance come from the 
demands of expanding federal bureaus 
for additional capital. . 

The scheme is tied in with deficit 
financing and is a “Frankenstein” that 
goes contrary to the platforms of both 
political parties, which support states 


rights. If put in effect it would alter the 
whole structure of industry, he said. 

It is necessary to identify those who 
advocate this radical departure, who cer- 
tainly are not the insurance policyhold- 
ers, for these are waiting “with bewil- 
dered interest to discover what brings 
about this conflict. They ask for no new 
deal in insurance. 

“Almost every commissioner in the 
United States is outspoken in opposi- 
tion. The National Association of In- 
surance Commissioners asserts that a 
dual system of supervision would be 
costly and unnecessary... . No respon- 
sible man of the production field has 
urged reform. On the contrary, almost 
all have looked with suspicion and fear 
on the extension of federal power. 

“To provide federal pap from the in- 
surance resrves of the nation for politi- 
cal purposes,” he said, “would be a de- 
grading burlesque on the integrity of 
government.” 

Joseph H. Sheen, Security Benefit, 
Chicago, was reelected president. Other 
officers reelected are: Vice-president, 
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OUR STORY FOR 1943 


Insurance in Force........ 


New Insurance Written... . 
Net Interest EKarned....... 
Cash Benefits Paid......... 


Total Benefits Paid Since 1896.......... $37,000,000.00 
Figures as of December 31, 1943 


FIDELITY LIFE ASSOCIATION 
scuann, athe 


HOSPITALIZATION 


$54,141,519.00 
$12,304,127.60 
bee auvadeses 62,098 
ineuaveenetl $ 4,266,773.00 

66.7 % 

4.02% 
$ 910,509.85 
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We Are Fighting 


Fraternalism. 


FARRAR NEWBERRY, PRESIDENT 











For Fraternalism 


We are fighting today to preserve Democracy, founded 
on the tenets of the Brotherhood of Man, essence of 


Woodmen of the World Society's ritual exemplifies this 
Brotherhood of Man. The educational and social programs 
of 8,000 Woodmen Camps bind hundreds of thousands of 
Woodmen together for friendly, cooperative promotion of 
sound citizenship, mutual understanding and brotherly love. 
Woodmen's insurance protects their economic security. 


WOODMEN OF THE WORLD 


| Life Insurance Society 
OMAHA, NEBRASKA 


ASSETS OVER $141,000,000 


W. C. BRADEN, SECRETARY 








Mrs. Margaret Gorman, Royal Neigh- 
bors, Chicago; secretary, W. E. Mooney, 
Chicago, Woodmen of the World Life; 
treasurer, C. J. DelVecchio, Royal 
League, Chicago. 

Greetings were extended by J. P. 
Stock, recorder of Maccabees; E. F. 
Barnes, fraternal supervisor Illinois de- 
partment, and Mrs. Grace W. McCurdy, 
president National Fraternal Congress 
and head of Royal Neighbors, with re- 
sponse by Walter C. Below, head of Fi- 
delity Life and congress past president. 


Talks on Nonmedical 


A number of conclusions about non- 
medical life insurance were given by Dr. 
E. A. Anderson, medical director Mod- 
ern Woodmen, in an address. 

G. A. Becker of Salk, Ward & Salk, 
Chicago, talked on appraisals under war 
conditions, and R. E. Kelliher, Jr., of C. 
F. Childs & Co., Chicago, on manage- 
ment of U. S. government bond market. 
Fred A. Johnson of Royal League, re- 
ported on the semi-annual meeting the 
previous day of the Fraternal Field Man- 
agers Association, of which he is presi- 
dent. George G. Perrin, general counsel 
Modern Woodmen, explained legislative 
activities. 


N.F.C. Annual Meeting in 
St. Louis Sept. 26-28 


The annual meeting of the National 
Fraternal Congress will be held in the 
New Jefferson hotel, St. Louis, Sept. 
26-28, the executive committee decided 
at a meeting this week in Chicago. As 
in 1943, this will be a war-time business 
conference devoid of social features 
other than probably the annual dinner. 

Decision also was taken to initiate a 
modest public relations effort in the 
form of a small pamphlet that will be 
sold at cost to member societies for 
direct-mail use. The pamphlet will be 
prepared by a Chicago firm specializing 
in preparing direct mail matter. Those 
present pledged to take 25,000 pieces of 
this matter. The project was approved 
after it had been endorsed at the mid- 
winter meeting of the Fraternal Field 
Managers Association. 








Modern Woodmen January Gain 


Modern Woodmen had a 30% increase 
in adult and juvenile business in Janu- 
ary over the same month in 1943 and a 
100% gain in permanent juvenile forms 
sold. Northern Illinois under Manager 
Charles A. Ortman of Kankakee led 
the field in January. 





Honor 50-Year Veterans 

At the veterans dinner of the Fargo 
No. 5 lodge of A.O.U.W. of North Da- 
kota, nine members attained the status 
of 50-year veterans. In addition a large 
number were recognized as 35-year and 





BENEFITS PAID 
$48,009, 485.93 


SUPREME FOREST 
WOODMEN CIRCLE 


DORA ALEXANDER TALLEY 
President 


HOME OFFICE OMAHA, NEBR. 





25-year veterans. B. C. Marks, grand 
master workman, presented the veterans 
and the response was by Maurice Kauf. 
man, one of the 50-year group. The 
main address was given by Dr. Frank 
L. Eversull. 


Holds Schools of Instruction 


Fidelity Life is conducting a series 0: 
schools of instruction in the states jy 
which it operates. Thomas O. Hertz 
berg, general sales manager, planne 
and is presiding in the schools. A sex. 
sion was held in Milwaukee for special 
agents. Harold Allen, publicity directo, 
at the home office, assisted. Another 
was held in Michigan, and a third wil 
be conducted at the home office in Fy. 
ton, Ill., late in March. New sales aid; 
are being introduced and explained anj 
production methods and problems fo 
the year discussed. 


Aid Association Leaders 


A. H. Blankenburg of Wisconsin with 
$700,500 of paid business led Aid Asso. 
ciation for Lutherans last year in per- 
sonal production. A. J. F. Goeglein o 
Ohio was second with $602,000; W. C 
Birk of Wisconsin third with $578,747; 
C. Bahle of Nebraska fourth with $489- 
250, and F. C. Bammel of Wisconsin 
fifth with $464,000. The E. H. Neumann 
agency was first with $1,862,702; W.F 
Schultz agency second, $1,706,901; H.C 
Wind agency third, $1,607,250; B. E 
Mayerhoff agency fourth, $1,585,450, an¢ 
E. C. Jacobs agency fifth, $1,380,865. To- 
tal production of Aid Association in 194! 
Was $25,658,595, a gain of $2,827,368 in 
the year. December total was $2,655; 
510, gain $704,109. There was $1,757,135 
adult volume with average certificate o 
$1,152 issued in December, and $898,37i 
juvenile, average $897. 











Catholic Family Protective Life 0 
Milwaukee is now installed in its new 
home office building at 726 North Water 
street. Joseph G. Grundle is secretary. 





Royal League has established a south- 
ern California club at Los Angeles with 
Charles S. Zimmerman as president. The 
unit was organized through the personal 
efforts of Alex Trostud of Chicago, pub- 
lic relations director. 





R. D. Robinson, Pennsylvania great 
commander of Maccabees, has received 
word his son, Staff Sergeant R. B. Robin- 
son, died in action in New Guinea in 
January. 





“Since 1868”—the 
best in Life Insurance 
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SALES IDEAS OF THE WEEK 





Equitable, N. Y., “Millionaires” 


Feature Chicago Forum 





Louis Behr of the Equitable Society 
in Chicago, one of the country’s most 
successful specialists in life insurance 
selling, who sold many millions of busi- 
ness last year in connection with pen- 
sion trusts, if he were starting over in 
the business would not specialize, he 
told the Saturday sales forum of the 
Chicago Association of Life Under- 
writers. 

“T think we can make a lot more 
money not specializing, but exposing 
ourselves to the field, and bringing the 
right man to the field if we are not the 
right man,” he said. 

“To specialize, an agent must have 
enough financial resources. Even though 
a man may have the ability to 
do pension trusts, it takes one to two 
years to develop a case, so that lack of 
finances would make him a failure. Sec- 
ond, he must have special training, for 
pension trusts, business insurance, and 
so forth. Third, he must call on the 
people who need the service which that 
special training makes possible. 


Recommends Package Selling 


“For package selling, a man does not 
need large financing; he can go out and 
make a sale right away. It is the most 
lucrative field today. I know of a case 
in which a package sale brought in a 
$100,000 sale. The industrial agent is 
making a good living today, better than 
ever before. There is a fine market for 
package selling now. 

“Of course, “the ideal package sale is 
salary savings, for you have the entree 
through the “employer. Then there is the 
5% salary increase through life insur- 
ance approach. Next there is clean-up 
fund, or readjustment fund of an extra 
$50 or $100 a month. That brings us 
into programming. When we pick up 
the man’s policies we start to invest 
some time in our offices. In program- 
ming it requires from 90 to 120 days to 
make a sale; of course, the higher we go 
in selling methods the better is the 
chance to make more money, but there 
comes up the need then for secretarial 
help. Then there are business, keyman, 
partnership insurance, estate analy sis. 

“Finally we come to pension trusts. 
This requires a tremendous amount of 
investment, two to three times as much 
office work as estate analysis, five times 
as much time. There will be compara- 
tively few that go into it. In pension 
trust work, you have to do a tremendous 
amount of detail work—not only getting 
the information but doing the calcula- 
tions, selling the plan, seeing the attor- 
neys, helping to arrange the drawing of 
the trust agreement, servicing it after it 
is sold and in force.” 


Says Women Can Specialize 


Mr. Behr in response to a question 
from a woman said he saw no reason 
why women could not specialize as well 
as men, He knows no woman special- 
izing in pension trusts, but said there is 
no reason why a woman could not do so. 

He was asked how an agent best can 
make up his own programming system 
and see material and methods of vari- 
ous companies, in view of the fact they 
are jealous of their methods and do not 
like to show them to agents of compet- 
ing companies. Mr. Behr said the home 
offices have compared notes on such mat- 
ters and have picked up the best points 
of all. Or the agent can get the very 
latest and best advice and technique by 
consulting such authorities as the “Dia- 
mond Life Bulletins” or similar services. 

In handling the 5% plan it is essential 
to avoid any charge of discrimination. 
og there probably should be 70 to 

0 % participation in the plan as there is 


in group insurance. If only 10 or 20% 
perticipate, Mr. Behr concluded, there 
probably would be a suspicion of dis- 
crimination. 

George Huth, Provident Mutual, chair- 
man war bond sales committee, reported 
over 54 millions of quotas has been ac- 
cepted by corporations in the Chicago 
area, and another 25 to 30 millions is 
expected to be closed by Feb. 29, when 
final reports must be filed. He esti- 
mated Chicago life agents will register a 
total of about 85 millions in the fourth 
war loan drive. R. W. Frank, State Mu- 
tual, general chairman of the forums, 
presided. 


Morrell Takes Look Ahead 


John Morrell, “millionaire” of Equit- 
able Society in Chicago, discussed “The 
Future of the Life Insurance Business.” 
He said without life insurance capital- 
ism never could have survived. Mr. Mor- 
rell said for three years he has been out 
of the life insurance business. He has 
been a director and officer of a Chicago 
drop forge company which has been 
making tank and other war forgings. 
He was led to buy shares of the stock 
by conducting a life insurance study of 
one of the owners. He helped to re- 
habilitate it and has just sold out his 
entire interest at a large profit, He is 
a life member of the Million Dollar 


Round Table of the National Associa- 
tion of Life Underwriters and at his 
high point some years ago paid for over 
$5,000,000 in a year. 

He said business uncertainties which 
business men will face in the next 5 or 6 
years include: (1). Termination of war 
contracts; (2). reconversion to a civilian 
economy; (3). disposition of government 
owned plants and materials back to civil- 
ian production. All of the war plant 
contracts have clauses permitting pur- 
chase of the plant by the operators after 
the war. 


Working Capital Is Scarce 


The problems of working capital are 
very serious. Most of the plants are 
going to have to do something—and 
very soon. He said his drop forge com- 
pany borrowed over $1,000,000. After 
making a profit of over $1,000,000 a year 
and $1,600,000 in 1943 it wound up with 
about $140,000 net last year, largely due 
to taxes. The working capital ratio in 
business has declined dangerously in the 
last five years, he said. “So long as the 
present economic system prevails, just so 
long will there be these high taxes.” 

He said he has attended the last sev- 
eral meetings of the National Associa- 
tion of manufacturers, and the atmos- 
phere has changed there. They seem to 
attend to see what they can do to pre- 
serve the institution of free business en- 
terprise. And it appears, Mr. Morrell 
said, that unless private enterprise after 
the war can provide 56,000,000 jobs, and 
allow 7,000,000 a year natural increase 
due to the growth of the country, pri- 
vate enterprise will fail. 

He said as time goes by there will be 
an expansion in the uses of life insurance 
and a greater respect and appreciation 
for it and for life insurance men and 
women. 








AGENCY MANAGEMENT 





N. Y. Managers to Resume 
Gridiron Dinner Show 


The New York City Life Managers 
Association has decided to resume its 
former annual gridiron entertainment in 
connection with the dinner for home of- 
fice executives that it gives each Decem- 
ber at the time of the Life Presidents 
Association’s annual gathering. The last 
gridiron show was in December, 1940. 
The skits were always cleverly written 
and skillfully acted and were always 
looked forward to with keen anticipa- 
tion. The decision to resume them is 
sure to be welcomed not only by 
New Yorkers but by out of town guests. 

In past shows the burden has always 
fallen very heavily on the director and 
this year a professional dramatic coach 
will be hired to have complete charge 
of staging the show. Work on the nu- 
merous humorous skits will be begun 
immediately. The entertainment will be 
somewhat shorter than in past years, 
not lasting much more than one hour. 
G. V. Austin, Aetna Life, Brooklyn, is 
chairman in charge of the entertainment 
other members being T. W. Foley, State 
Mutual, and Manuel Camps, Jr., John 
Hancock. 


Other Events Scheduled 


Other events which the association has 
scheduled for the year include a lunch- 
eon on March 16 at Hotel Roosevelt at 
which R. C. Johnson, assistant vice- 
president and superintendent of agencies 
of New York Life, will speak; an outing 
and golf party in June and a joint meet- 
ing with the New York City Life Un- 
derwriters Association in October, pro- 
vided a speaker of national prominence 
can be obtained. 

The association has decided to con- 
tinue the work of the platform commit- 
tee but with the name changed to agents’ 
compensation committee and to reduce 
the membership from 12 to 7 because of 
its unwieldy former size. A. J. Johann- 
sen, Northwestern Mutual, is chairman, 
other members being Osborne Bethea, 
Penn Mutual; C. D. Connell, Provident 


Mutual; H. F. Gray, Connecticut Mu- 
tual; W. J. Dunsmore, Equitable So- 
ciety; K. A. Luther, Aetna Life, and H. 
Arthur Schmidt, New England Mutual. 





Benson Tells 7-Point Plan 


CINCINNATI—Judd C. Benson, 
Union Central manager, was the pinch 
hitter speaker before the Associated 
General Agents & Managers of Cincin- 
nati, taking the place of W. V. Woody, 
Equitable Society, Chicago, who was 
unable to attend due to illness in his 
family. 

Mr. Benson reviewed the seven point 
program that he is using to meet the 
problems of 1944. This includes a con- 
tinuous effort to help agents sustain in- 
telligent activity, to equip them for suc- 
cessful interviews whether a sale is made 
or not, to make good use of all of the 
agency brains and consequently encour- 
age joint work on special cases, to pre- 
pare his agents mentally for mass selling 
which he believes will be most important 
in future years, to teach each agent the 
basic elements of tax knowledge, to do 
what he can to solve the pension trust 
“bugaboo,” to build a good and suffi- 
cient new organization. 





Supervisors to Hear Horton 


The Life Supervisors Association of 
Northern New Jersey will hold a lunch- 
eon meeting in Newark Feb. 29. Les- 
ter Horton, Newark general agent 
Home Life, will speak. 


Okla. Managers Honor Owens 


At its February meeting the Okla- 
homa General Agents & Managers Club 
paid tribute to E. Guy Owens, who re- 
cently retired after 42 years as manager 
of Mutual Life. 

L. Karlton Mosteller, attorney, dis- 
cussed current legislation. 


Aviation Talk in Los Angeles 
Thomas W. Wolfe, vice-president 

Western Air Lines, vice-president of the 

Air Traffic Managers Association and 


president of the Aviation Forum, speak- 
ing on “The Future of Los Angeles in 
Air Transport . . . Myths and Facts,” 
before the Life Insurance Managers As- 
sociation of Los Angeles, reviewed the 
growth and future of aviation, especially 
in the Los Angeles area. 

He said some life insurance compa- 
nies are beginning a study of how life 
insurance may participate in the increase 
in the airplane industry, by including its 
securities in company portfolios. 

Dwight L. Clarke, just elected presi- 
dent of Occidental Life of California, 
was a guest of honor. 


Conrey Speaks in Indianapolis 

K. W. Conrey, Pittsburgh general 
agent of Penn Mutual Life, will address 
the General Agent & Managers Associa- 
tion of Indianapolis Feb. 28 on “Selec- 
tion of Men in ’44.” He will cover re- 
cruiting of producers and give the case 
histery of several men who have recently 
joined his staff and will also give a pres- 
entation of the business to prospective 
agents, 








Must Recognize Service Rendered 


SAN ANTONIO, TEX—The main 
production problem at the present time 
is to get agents to realize the vital serv- 
ice they are rendering which in turn will 
give them a positive mental attitude, B. 
A. Wiederman, Union Central, told the 
San Antonio Life Managers Club. 
Friendly rivalry in contests is of more 
value than rewards offered, he said. 

O. P. Schnabel, Jefferson Standard 
Life, told how Keith Collier, his new 
district manager at Corpus Christi 
started from scratch, knowing only two 
oor in town, and wrote $583,000 on 

154 applications in his first 10 months. 
He sells young men on the idea of sav- 
ing and the guarantee of having insur- 
ance when they return from the armed 
forces. 

O. R. McAtee, Republic National Life, 
said 83% of the people need someone to 
plan for them. Given plans they will 
follow through. The manager’s prob- 
lem is that of fitting old ideas into a new 
pattern through simplification. 





Mulligan on Public Relations 


Good public relations is made up of a 
series of small things—a smile, prompt 
and courteous treatment of policyhold- 
ers and care never to show irritation in 


front of a client, W. B. Milligan, man- 
ager of Manufacturers Life, told the 
Detroit-Windsor Life Cashiers Associa- 


tion. 

Some positive ways in which cashiers 
and life agency employes can improve 
their service to policyholders, he said, 
are: “In answering questions, repeat the 
client’s query in your own words, to 
save time and misunderstanding. Keep 
explanations clear and simple. In han- 
dling policy matters, remember that you 
are dealing with a legal contract. Peo- 
ple are fundamentally reasonable; give 
them the benefit of every doubt. Don’t 
talk down to them and avoid any pos- 
sibility of an unfavorable reaction 
against your company, for in their eyes 
you are the company. 





Giffen Charleston President 


The Charleston, W. Va., General 
Agents & Managers Association elected 
as president, R. M. Giffen, Mutual Ben- 
efit Life; T. B. Dunbar, State Farm, is 
vice-president and Rex O. Lockhart, 
Business Men’s Assurance, secretary. 

David Taylor, Shenandoah Life, 
Clarksburg, addressed the meeting and 
also spoke before the Charleston Life 
Underwriters Association. 

Mr. Giffen spoke before the Morgan- 
town association on “The Next Step.” 
He also addressed the Lions association. 





Winkler Columbus Speaker 

Fritz Winkler, Cleveland general 
agent of Mutual Benefit Life, will ad- 
dress the Columbus Life Managers & 
General Agents Association Feb. 25 on 
“How to Help the Old Man to Make 
More Money.” 
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the second year. There should be great 
effort made to collect at least a quarterly 
payment, and many will pay more. 


The next subject was whether to 
license fraternal field workers. J. E. 
Little, Maccabees, quoted Superinten- 


dent Crabbe of Ohio, who recommended 
that the societies sponsor a qualification 
bill as licensing protects against dishonest 
representatives. If licensing of agents 
were required, there might be a clear- 
ing house of reliable and unreliable field 
representatives, Mr. Little suggested. A 
definite advantage is that licensed agents 
would carry their authority with them. 
Restricts New Appointments 

A disadvantage of licensing is restric- 
tions on appointing agents, If a society 
had to license agents in all states they 
would be brought more under the con- 
trol of state insurance departments. 
Licensing agents would tend to discour- 
age part time agents. 

Supervisor Barnes asked permission to 
state that in Illinois both fraternals and 
old line companies have to secure ap- 
proval of forms. 

T. W. Midkiff, W. O. W. of Denver; 
Mrs. Dora Alexander Talley, Woodmen 
Circle, and Mrs. Bina West Miller, 
Woman’s Benefit, also entered in the 
discussion, 

Recruiting Is Viewed 

The recruiting problem was viewed 
by N. K. Neprud, Lutheran Brother- 
hood. Home office people must do the 
thinking and directing. Many good men 
are available. It is wise to select men 
who are employed but disturbed in their 
occupations. Such persons have reached 


a salary ceiling or have no_ further 
chance for advancement. School teach- 
ers have been a prolific class for Luth- 


Brotherhood. 


eran 
Recruiting through nominators is very 
effective. It also pays to recruit through 
existing agents. Women agents are do- 
ing a very good job for old line life 
companies, he said. 
Future Is Bright 
T. R. Heaney, secretary C. O. F., told 
his society’s results. J. L. Wilmeth, 
Junior Order United American Mechan- 


ics, said fraternalism has an attractive 
proposition to offer the returning serv- 
ice men and the future is bright. E. A, 
Timme, I. O. F., said a good way to 
get recruits now is to tell the story to 
old line life men. 

The question whether fraternal work- 
ers should be encouraged to assume full 
responsibility for collection of premiums 
from members was discused by H. A. 
Mitchell, Equitable Reserve. It is neces- 
sary to get the business on the books, 
then keep it there by collecting the pre- 
miums. TFraternals secretaries are usu- 
ally appointed because they are nice 
people, not because they known busi- 
ness principles. They should be prop- 
erly trained. 

Pay Premiums in Advance 


Mrs. Clara B. Bender, Degree of 
Honor, said people seem to have more 
money than ever before. Many ask to 


pay advance premiums and field workers 
are offered prizes to encourage this 
tendency. 

Mr. Mitchell said he was not advocat- 
ing that field people collect premiums 
but only that they be educated to be 
collection-conscious. Woman's Benefit 
has a central collection agency system in 
areas of large membership, Mrs. Miller 
reported. She said an allowance of 
about 10% is made for this work. 

Mr. Grundle talked on public relations, 
discussing how the association can spon- 
sor such a program. It can and must 
be done by the field men, who are the 
contact men. He said fraternalists are 


not reaching the opinion-forming agen- 
cies and that is the job ahead. They 


must sell the home office executives on 
this truism. Fraternalism, he said, has 
shrunk from 50 to about 5% of the busi- 


ness in force. In 1942, new business writ- 
ten by a number of larger societies was 
$232,125,592 and net retention $12,771,- 
000, or 5.24% ratio of retention to new 
business written. Twelve old line com- 
panies had a similar ratio of 35.5%. The 
reason, he said, is that the public doesn't 
know the fraternals very well. 


Favors Old Terms 


Alex O. Benz, head of Aid Association 
for Lutherans and past president of N. 
F. C., discussed the old topic of whether 
to use old line companies’ terms. He 
said if the fraternalists believe, as they 
say, that they have a better product to 
sell than old line companies, then they 
should hang on to their own methods. 
He urged standing up for the old sys- 
tem. He argued the open contract and 
assessments are assets to the institution. 
“Dividends” are in fact “surplus return.” 
Aid Association feels its terms are dis- 
tinct and will not be changed. He spoke 
for continuing “assessment” instead of 
“premium.” He said society officials 
must have confidence in their own con- 
victions, else they cannot hope to instill 
such faith in their societies’ representa- 
tives. 

Ekern Gives Views 


Herman L. Ekern, 
Lutheran Brotherhood, subscribed to 
much of what Mr. Benz said. However, 
he explained many assessment types of 
insurance concerns in fire and casualty 
lines which are not on a legal reserve 
basis have created a bad odor which 
causes reaction against fraternals, most 
of which are on legal reserve. To elimi- 
nate “assessment” would avoid misun- 
derstanding and misrepresentation. 


Chicago, president 


5% Allowance Means 
Ordinary Life 


(CONTINUED FROM PAGE 1) 
few years to less than the ordinary life 
policies, requires approval. 

The payment of premiums by an em- 
ployer on behalf of any employe on an 
existing life insurance policy entered 
into between the employe and an insur- 
ance company, which premiums had been 
theretofore paid by the employe, con- 
stitutes a wage or salary adjustment 
and requires prior approval. 


IN v. 5 WAR SERVICE 


J. Carlton Smith, assistant director of 
sales for Southwestern Life, has been 
commissioned a lieutenant (j.2.) in the 








naval reserve and reports March 1 at 
Hollywood, Fla. He was formerly as- 
sistant manager at Abilene and is a 
Cay 


Joseph McGauley, reinsurance super- 
visor of Alliance Life, has preg serv- 
ice. A. J. Brender, cashier of Alliance, 
brother-in-law of Mr. McGaitley, is now 
serving in the European theater. 

David Gantz, of the J. M. Gantz 
agency of Pacific Mutual Life in Cin- 
cinnati, has been promoted to major in 
the army. He is stationed in India. 

Robert L. Maclellan, formerly vice- 
president of Provident Life & Accident, 
now Stationed in Washington, D. C., has 
been promoted to lieutenant-colonel. He 
is in charge of insurance in the finance 
division of the war department. 
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N. I. Sunahition sews 
Raising Juvenile Limits 


NEWARK — At a luncheon meeting 
of the New Jersey Association of Life 
Underwriters plans were discussed for 
holding a sales congress in June and for 
formation of new associations in Cam- 
den and in Hudson county. 

There was a lengthy discussion on 
proposed amendments to the juvenile in- 
surance law, under which only $1,000 
now can be written up to age 10. It is 
planned to have an amendment drawn 
up to permit writing of higher amounts 
at that age and introduced in the legis- 
lature. The New Jersey department is 
in favor of such an amendment. 

The director of the New Jersey state 
board of education will be asked to per- 
mit the state association to distribute 
the booklet on life insurance, published 
ecently by the National association, in 
every school in the state. 

President Carlton W. Cox was dele- 
gated to represent the state association 
at the mid-year meeting of the National 
association in Buffalo. 


Shenandoah Life Selects 
Field Advisory Committee 


Shenandoah Life has appointed a field 
advisory committee to consider all mat- 
ters of policy and procedure affecting 
the agency division and make recom- 
mendations to the president. Three 
members are appointed by the presi- 
dent. One is to qualify on production 
and persistency of business and_ the 
other on the production of new busi- 
ness in excess of quota. The initial 
members are L. O. MclIlwain, Charles- 
ton, W. Va., chairman; E. Dudley Col- 
houn, Roanoke, and A. J. Lewis of 
Birmingham, appointed by the president; 
David D. Taylor, Clarksburg, Va., man- 
ager of the honor agency with the high- 
est persistency record in 1943, and 
George N. Nelson, Knoxville, Tenn. 
with the agency having the largest 
quota in 1943 which exceeded its quota. 


Mutual Life’s Coast Meetings 


Southern California agents of Mutual 
Life held a one-day meeting in Los An- 
geles, at which J. Roger Hull, vice- 
president and manager of agencies; Ben 
Williams, director of sales training; Dr. 
R. L. Willis, medical director; Arthur 
R. Spyr, territorial underwriting head, 
and Bert F. Granquist, agency assist- 
ant, were present from the home office. 


Manager Fred Joyce of Phoenix, Ariz, 
also attended. 
The home office officials went on to 


San Francisco for a meeting of mana- 
gers, supervisors and agency organizers 
of the western division. 


A. T. Maclean, vice-president Massa- 
chusetts Mutual, and J. M. Blake, man- 
ager field service, attended a meeting of 
the Irl B. Jackson agency in Cincinnati 
Monday. 














The Boston Mutual Life Insurance Co. 
Fifty-second Year of Service to 
the People of New England. 

A Company of High Character 
and Standing. 
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EQUITABLE LIFE of IOWA 


HOME OFFICE 


FORWARD 


On All Fronts 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
days of peace. Their arms include the sale 
of new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a united 
and determined will to carry on. . . mighty 
weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 
Way of Life. 
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, INCTIVE CO 
Pacific MUTUAL... DIST Many 


are PLENTIFUL! 


“Plus signs” are plentiful along the road Pacific 
Mutual field representatives have traveled during 
1943. Some 50 Million Dollars of new Pacific 
Mutual protection has been placed and paid for 
in the year—a “plus” of 32% over 1942 and a net 
gain in insurance in force of around 20 Million 
Dollars e For the career-underwriter with Pacific 
Mutual, there’s a world of satisfaction in such 
“plus signs”. They represent increased personal 
earnings. They are tangible products of those 
sound features of coverage and operation which 
constantly inspire Pacific Mutual representatives 
to say, “Ours is a distinctive company”. 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
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LIFE-ACCIDENT 


(A CALIFORNIA CORPORATION) 
HOME OFFICE, LOS ANGELES, CALIFORNIA 






HEALTH > ANNUITIES 
GROUP INSURANCE 





Featuring the New 


and Unusual Savings 





Plan that Pays 
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They signify 


membership in two 


exclusive clubs! 


*Union Central 


sentatives who use these 


repre- 


distinctive emblems have 
evidenced outstanding 


sales ability. 


They have earned club 
memberships by writing 
ina single year more than 


one-half million or one- 





quarter million dollars 


worth of business. 


We wish to take this op- 
portunity to congratulate 
publicly these outstand- 
ing U. C. men and 
women, and to express 
our great pride and con- 


fidence in them. 


The Union Central 


Life Insurance Company 


Cincinnati, Ohio 
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HE EIGHTY- FIRST ANNUAL REPORT of 
T the John Hancock Mutual Life Insur- 
ance Company of Boston is a summary of 
accomplishment under war conditions in 
1943. We must share the burdens of war 
and support our country wholeheartedly. 
The Company’s purchases of government 
securities during the year were $150,085,750 
making our total investments in the obliga- 
tions of the United States $349,954,718.75. 

Claims paid in 1942 as a direct result 
of the war amounted to $654,260.00; in 


=— 


ASSETS 


Bonds and Notes Owned 

U.S. Government.. $349,954,718.75 

Dominion of Canada 13,106,545.02 

States and other 
civil divisions... . 

Public Utilities 

MBUNGAGS. ¢ ... iss 

Miscellaneous 


Stocks Owned 


($19,486,868,00 Guaranteed or Preferred) 


All bonds in default and all bonds considered to be 
not amply secured and all stocks are taken at market 
values, as determined by the National Association of 
Insurance Commissioners. All other bonds are taken 
at amortized values as prescribed by law. The market 
value of bonds is more than $35,000,000.00 greater than 
their amortized value used for asset figures. 


144,063,585.82 
450,307,124.76 
37,972,364.01 
55,717,199.69 


Real Estate Mortgages............ 

Loans and Liens on Company’s 
Policies 

Home Office and other Real Estate 


($19,010,897.05 of this amount is under 
contracts for sale) 


Interest and Rents due and accrued 

Premiums due and deferred and 
ee 

Cash in Banks and Office 


$1,051,121,538.05 


1943 they amounted to $1,971,331.00. 
The number of our organization in the 

armed services was increased from one 

thousand to seventeen hundred. 

The growth of the Company is greater 
than in any other year. The increase of 
assets during the year was $153,420,344.37, 
our highest record. Insurance in force in- 
creased by $602,365,209.00, also our high- 
est record. The total insurance in force 
increased to $6,438,540,577.00, the largest 
amount in the Company’s history, repre- 


Policy Reserve 


22,098,788.55 


160,589,349.97 ized Profits 
70,976,376.49 
36,847,431.10 


13,556,548.30 ayer 
Total Liabilities 


15,529,874.12 
70,749,087.47 





Total Admitted Assets 


* 


$1,441,468,994.05 





—Cnarvar 
LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Reserve for Accrued Taxes 


General Surplus Fund 


Total to Balance Assets 


A RECORD OF THE 
Confidence of 7,000,000 Policyholders 


senting an increase in two years of well 
over a billion dollars. 

These records were made possible by 
the increasing value placed on life insur- 
ance by the people of our country and by 
the confidence of more than 7,000,000 
policyholders — more than one-tenth of 
life policyholders in the United States — 
associated in a non-profit, purely mutual 
organization for their economic stability 
and security. 

Guy W. Cox, President 


Balance Sheet ... December 31, 1943 


LIABILITIES 
$1,165,980,771.00 


Reserve for Year’s Dividends to 
Policyholders in 1944 


25,070,421.00 


Reserve for Death, Endowment and 
Disability Claims in settlement. . 


9,631,593.21 


Reserve for Prepaid Interest, 
Premiums and sundry items 


19,277,229.24 


Special Reserves for Group Mor- 
tality, Annuities and Unreal- 


7,477,242.70 
4,342,000.00 


Reserve for Deposits and other items 
awaiting order or not yet due.... 


81,674,994.34 





$1,313,454,251.49 
128,014,742.56 





$1,441,468,994.05 


This Company offers all approved forms of life insurance in large or small amounts, including group coverage; 
also annuities for individuals and pension and retirement plans for corporations and educational institutions. 


A COPY OF THE COMPLETE ANNUAL REPORT WILL BE SENT ON REQUEST 
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